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ALBERT P. Durso 
Gibsonia, Pennsylvania 


September 20, 1957 
Mr. Francis J. O’Brien, Vice President 
The Franklin Life Insurance Company 
Springfield, Illinois 


Dear O’B: 

Just two years ago when health considerations dictated that I discontinue my 
engineering practice for a work having less tension and fewer working hours, 
our good friend, General Agent C. Murray Jones, invited me to join the 
“Franklin Family.” This was a difficult decision for me for two reasons—one, 
I had no previous life insurance experience and secondly, I did not want to 
become an “insurance peddler.” However, after visiting at the Home Office and 
learning about the wonderful Franklin Specials, I was convinced that, not only 
could I represent the Company with dignity, but I would not need to lower my 
standard of living. 

Because I had been very active in my engineering work, it took more than a 
year to completely disengage myself from my former work, so I actually 
devoted only a few hours a week to writing our Franklin Specials. As you know, 
my income from Franklin for this part-time work was in excess of $10,000 
for my first year, with nearly half that amount, additional, still forthcoming in 
deferred commissions. Now that I am devoting my full time to the job, I expect 
to double this figure. 

I thoroughly enjoy my work, not only because it is very profitable, but 
because you folks at the Home Office go out of your way to make my job easy. 
If what I have accomplished in these past two years can be considered in any 
measure a success, the credit most certainly goes to the friendly Franklin 
organization and those wonderful Franklin Specials which are so easy to sell. 

I am deeply grateful to you all at the Home Office and I will always feel 
indebted to our Regional Director, Mitchell T. Melham, for his continuous 
inspiration and guidance which he so unselfishly makes available to us all. 

Sincerely, 
Albert P. Durso 


An agent cannot long travel at a faster gait than the company he represents! 


% INSURANCE 
COMPANY 
CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 
The largest legal reserve stock life insurance company in the U.S. devoted 
exclusively to the underwriting of Ordinary and Annuity plans 
Over Two Billion Six Hundred Million Dollars of Insurance in Force 


FRIDAY, NOVEMBER I, 1957 














PEREECT PROSPECT 


foran ATTNA LIFE 


PENSION TRUST 


He's Dave Harrison ...age 42 ... head of 





a small but prosperous electronics corporation in 











the city’s industrial park. He's one of a growing 








group of employers faced with the problems of 
providing retirement funds for older employees 
and an incentive for younger workers to join and 
stay with his company. 








Both of these problems can be solved with an 
tna Life Pension Trust. 


You, Mr. General Insurance Man, undoubtedly know 





of many perfect prospects like Mr. Harrison. 
Check your files . . . and then call your nearest 
Aetna Life General Agency. Pension Trust experts . . . 





with years of experience in handling such cases 

... are available to work with you in every way you 
wish. This EXTRA SERVICE is just one of the reasons 
why Attna Life is a leader in the Pension Trust 

field and showed an increase of 27% in Pension 


Trust sales during 1956. 
SERVICE TO GENERAL INSURANCE MEN 





“Compass” is a thly A€tna Life service 
publication written especially for general in- 


surance men and brokers. It points out unusual 
opportunities for building commissions and 
Ni for cementing client relationships. To receive 


INSURANCE COMPANY your copy regularly write: ‘‘Compass,”’ Atna 


Life Insurance Co., Hartford 15, Conn. 
Affiliates: 


Atna Casualty and Surety Company * Standard Fire Insurance Company 


HARTFORD, CONNECTICUT 
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Lauds Pre-Coniract 
Training As Tool 
In Picking Agents 


Rains Wallace Of LIAMA 
Tells Atlanic Alumni 
Assn. Of Method’s Merits 


NEW YORK—Pre-contract training 
as a means of improving agent selec- 


tion got a big boost 
from S. Rains Wal- 
lace, LIAMA di- 
rector of research, 
in his talk at the 
annual meeting of 
the Atlantic Alum- 
ni Assn. of LIAMA 
Schools of Man- 
agement. 

Mr. Wallace said 
there is consider- 
able variation 
among different - 
people’s concepts 
of what constitutes pre-contract train- 
ing but in its broadest conception it is, 
first of all, the final step in the selec- 
tion procedure. He emphasized that is 
not a substitute for other selec- 
tion processes. 

The pre-contract training period is 
sort of a try-out time. Ideally, the 
training should be the same as that 
which would take place if the agent 
were actually under contract, though 
in practice that may not always be 
feasible. 

There is need of more information 
as to just what pre-contract training 


OFFICERS ELECTED 

President—Paul L. Guibord, general 
agent of Mutual Benefit Life at New- 
ark, succeeding Thayer Quinby, gen- 
eral agent of Columbian National at 
Boston. j 

Vice-president—Arthur W. Schmidt, 
general agent of New England Life at 
New York. 

Secretary—Robert L. Snowden, man- 
— of Metropolitan Life at Red Bank, 

Executive committee members for 
three years—Gilbert V. Austin, gen- 
eral agent of Aetna Life at Brooklyn; 
Robert W. Boas, manager of John 
Hancock at Boston; Vernon W. Holle- 
man, manager of Home Life of New 
York at Washington, D.C., and Robert 
E. Wilkins, manager of Prudential at 
Hartford. 


S. Rains Wallace 








is given, information from more com- 
panies, and additional data on the 
number of drop-outs between the 
start of pre-contract training and the 
signing of the contract. 

It is not entirely clear whether su- 
perlor results that correlate with pre- 
contract training are due to its value 
as a selection tool or to the fact that it 
ives the agent a running start when 
he starts to sell, said Mr. Wallace. Un- 
doubtedly both considerations are im- 
portant. 

Mr. Wallace cited the experience of 
Manager Robert Wilkins of Pruden- 
tial in Hartford who has had 13 

(CONTINUED ON PAGE 15) 





Industry Opposes 


N. Y. Proposal To 
Regulate A&S Rates 


NEW YORK—A proposed insurance 
law amendment which would give 
the superintendent authority to dis- 
approve A&S rate filings if the policy 
benefits are unreasonable in relation 
to the rates proposed or if the rates 
are unjust, unfair, inequitable or un- 
fairly discriminatory drew consider- 
able fire from industry representatives 
at the New York department’s annual 
informal hearing on proposed legisla- 
tion. 

The proposal, which would change 
subsection 2 of section 164, also pro- 
vides that any change in premium 
rates applicable to outstanding A&S 
policies would not become effective 
until 30 days after the rates are filed. 

Principal spokesman against the 
change was John F. McAlevey, assist- 
ant general counsel of Health Insur- 
ance Assn. of America. His stand was 
supported by Eldon Wallingford, as- 
sistant general counsel of Life Insur- 
ance Assn. of America, and Moses G. 
Hubbard, general counsel of Commer- 
cial Travelers of Utica, N. Y. 

Mr. McAlevey said HIAA was dis- 
turbed by the suggestion that the 
words, “if the benefits provided in the 
policy are unreasonable in relation to 
the proposed rates,” may be put in 
another section of the code. This lan- 
guage already appears in section 154, 
the prior approval section, and sec- 
tion 141, the subsequent disapproval 
section. Section 141 is adequate for 
this purpose. 

A special HIAA subcommittee is 
looking for a meaningful way to im- 
plement the language of the all-indus- 
try A&S regulatory law or to find a 
satisfactory substitute, Mr. McAlevey 
noted. It is unfair to officials and not 
in the public good to require regula- 
tory agencies to enforce statutes de- 
void of criteria. The subcommittee 
would be happy to cooperate with the 
department in this matter. 

The proposal is such a radical de- 
parture from the past use of the lan- 
guage of the A&S regulatory law that 
HIAA feels, especially in the light of 
past experience, that the department 
should reject the amendment at this 
time, he asserted. 

Mr. Hubbard opposed another sug- 
gested amendment to section 164 to 
require A&S policies to provide, sub- 
ject to the right to terminate for non- 
payment of premiums, that insurers 
could not refuse to renew before the 

(CONTINUED ON PAGE 20) 


1957 MDRT Members 
Get Application 
Forms For ‘58 Table 


Application forms for membership 
in the 1958 Million Dollar Round Table 
were mailed this 
week to all MDRT 
members, together 
with the tradition- 
al letter from the 


new chairman, 
William D. David- 
son, associate 


manager of Equi- 
table Society at 
Chicago. Mr. Da- 
vidson on Oct. 31 
moved up from 
vice-chairman, 
succeeding Howard 
D. Goldman, of Richmond, general 
agent for Virginia for Northwestern 
Mutual Life. 

Mr. Davidson invited suggestions for 
the 1958 meeting, to be held June 17- 
20 at the Banff Springs hotel in the 
Canadian Rockies. 

“All of you can help greatly,” he 
wrote. “Your suggestions, program 
ideas, criticisms—will all be gratefully 
received in building toward our 1958 
Banff meeting.” 

Noting that MDRT Vice-chairman 
Adon N. Smith II, Northwestern Mu- 
tual, Charlotte, N. C., is program chair- 
man for the 1958 meeting, Mr. David- 
son said Mr. Smith “is faced with no 
small task in planning for the high 
caliber meeting you have all come to 
expect. Your expressions will be most 
welcome.” 

“The very substantial growth in 
membership in recent years has pro- 
vided a real challenge to your execu- 
tive committee and headquarters staff,” 
Mr. Davidson said earlier in his letter. 
“This has been a factor both in plan- 
ning and conducting our meetings in 
the Round Table tradition as well as 
in the smooth operation ef our head- 
quarters. In order to meet these chal- 
lenges and requirements, we have 
moved our enlarged headquarters 
staff to more suitable quarters at 
1 North LaSalle street, so as _ to 
better serve you and the MDRT. 
Our capable executive director, Quaife 
M. Ward, along with Harriet Preinitz 
and the rest of our fine staff will back 
up the executive committee in making 
1958 another great MDRT year.” 

In addition to Program Chairman 
Smith, Mr. Davidson listed these other 
committee chairmen: Membership, 
Robert S. Albritton, Provident Mu- 
tual, Los Angeles, member of the ex- 
ecutive committee; annual meeting 
committee (combining the functions 

(CONTINUED ON PAGE 20) 





W. D. Davidson 








Late News Bulletins... 








NAIC Credit Committee To Meet Nov. 14-16 


The National Assn. of Insurance Commissioners committee on credit insur- 
ance on all installment loans and sales will meet Nov. 14-16 at the Balmoral 
hotel in Miami. The meeting will be open to all commissioners and the public. 
A proposed model bill on the sale of credit life and A&S will be discussed, 
according to Commissioner Larson of Florida, committee chairman. 


N. Y. State Assn. 
Working On New’ 
Group Limit Plan 


Departmental Hearing 
Also Elicits Views On 
Other Changes In Law 


By ROBERT B. MITCHELL 


NEW YORK—The New York State 
Assn. of Life Underwriters will again 
seek enactment of a group per-life 
limit at the 1958 legislative session but 
has indicated that it will not insist 
on the 20-40 limit. 

Association President Joseph WN. 
Desmon, who is general agent of Con- 
tinental Assurance at Buffalo, told the 
New York department’s hearing this 
week on proposed legislation that the 
association will seek an amendment 
that will effectively limit “excessive” 
amounts of group term per life. 


“We are not ready with a formula 
at this time,” Mr. Desmon said, how- 
ever. Implying that the association 
would not be holding out for the 20-40 
limit, Mr. Desmon added: “We are pre- 
pared to have a conference with oth- 
er representatives of the imdustry in 
an effort to obtain suggestions which 
could be agreed upon as an effective 
means of providing some reasonable 
limitations.” 

Mr. Desmon’s statement that the 
New York State association is open to 
suggestions led to new hopes among 
those who oppose no-limit group. 
There was speculation that there 
might finally be a compromise on 
which the New York State association 
and the New York companies—notably 
Metropolitan Life—could agree. In the 
past, Metropolitan has indicated that 
if it were to agree to a limit it would 
be something along the lines of a 
multiple of a year’s salary, without 
top limit except for underwriting 
considerations, which would include 
the number of lives covered. One limit 
that has been suggested, but never 
formally agreed to by Metropolitan, is 
one or 1% times annual salary. 


Another subject at the hearing, con- 
ducted by Deputy Superintendent Ma- 
lang, was group dependency coverage. 
Eldon Wallingford, assistant general 
counsel of Life Insurance Assn. of 
America, said the LIA-American Life 
Convention position is that if the cov- 
erage does not exceed $5,000 on the 
spouse and $1,000 on each child, and 
also provides a conversion privilege, 
the associations would not oppose it. 

Mr. Desmon recalled that last year 
the state association filed a memoran- 
dum opposing the group dependency 
proposal. He said the family policy is 
filling this need and permitting the 
writing of group dependency term 
would cause widespread termination 
of family policies or overinsurance of 
children—a further reduction in indi- 
vidual responsibility and dependency 
upon the employer, additional so- 

(CONTINUED ON PAGE 19) 
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Agency Heads Sing 
Praises Of Training 
Men Before Induction 


NEW YORK—Pre-induction training 
is an excellent sales tool for recruiting 


new agents, ac- 
cording to Arthur 
W. Schmidt, gener- 
al agent of New 


England Life at 
New York, who 
summed up the 


comments made by 
four speakers in a 
panel on pre-in- 
duction training at 
the annual meei- 
ing of the LIAMA 
Atlantic Alumni 


Assn. 


Arthur W. Schmidt 


Mr. Schmidt, who was moderator, 
said pre-contract training can be used 
to reduce agent turnover, eliminate the 


misfits and reduce losses on agent-fi- 
nancing. This training opens the new 


man’s eyes to the business and gives 


him a running start into production by 
helping him organize himself and get 
on the sales track. 


Richard S. Cox Jr., director of agen- 
cies of Life of North America, said 
pre-induction training gives the agen- 
cv manager the opportunity to see 
how the new man handles his assign- 
ments, works with others and how 
quickly he learns. These and other 
things revealed by pre-contract train- 
ing help avoid post-selection failure. 

Reginald C. Porcello, district man- 
ager of Pilot Life at Richmond, said 
pre-induction training helps him sell 
a prospective agent on the business 
and select the right type of man. It 
reduces turnover and brings success 
earlier. If a man can see the good 
points of the business it helps him 
put up with the bad ones until he 
gets going. At the same time, the 
manager can teach the new man, help 
him overcome his qualms and get 
started. Mr. Porcello’s pre-debit train- 
ing is designed tu give the man confi- 
dence and teach him the selling skills. 
This develops the attitude needed to 
take the next step—actual selling. 


Robert E. Wilkins, manager of Pru- 
dential at Hartford, said he found that 
pre-contract training without a_ set 
pattern generally was _ unsuccessful 
because the prospective agent often 
dictated the terms. His agency a few 
years ago set up ae plan. de- 
signed to bring about earlier produc- 
tion through selection tests and a 
memorized sales presentation. The 
new man gave the prepared talk to 
five friends, completed the first part 
of the basic training course and took 
part in planned discussions on life 
insurance with all types of persons. 

Although this was the kind of pre- 
contract training plan chosen, the ur- 
gent need for men has prevented the 
agency from completing it in some 
cases. However, it has brought about 
earlier success or failure for the re- 
cruits. Standardized pre-induction 
training will prove feasible only when 
the time element is not so urgent, Mr. 
Wilkins believes. 

Cecil S. Woodbrey, general agent of 
Massachusetts Mutual in Portland, Me., 
said pre-contract training enables him 
to build his success on the achieve- 
ments of his agents. He looks for 
high quality men and insists on pre- 
induction training before entering the 
financing period. If the man agrees 





to the 4 to 6-week training period 
without financing, it shows he is will- 
ing to pay the price of success. 

Mr. Woodbrey conducts a set pre- 
induction training course which in- 
cludes eight 3-hour classes. Massa- 
chusetts Mutual has found that 50% 
of the men who undergo pre-contract 
training remain in the business, while 
only 19% of those who did not receive 
it stay in, he said. 


New Insurer | Group Is 
Formed In Southeast 


Ins. Co. of the South, of Jacksonville, 
Fla., and Carolina Casualty and Car- 
olina Home Life, both of Burlington, 
N.C., have combined as a group. 

Licensed in 47 states, Carolina Cas- 
ualty specializes in transportation in- 
surance. Carolina Home Life writes 
life and hospitalization. Ins. Co. of the 
South specializes in fire coverage on 
dwellings. 

Shepard Broad, president of the 
Carolina companies, has been elected 
a director of Ins. Co. of the South. Ray- 
mond K. Mason, president of that com- 
pany, has been named to the newly- 
created position of executive vice- 
president of both the Carolina com- 
panies, and has been elected a director 
of Carolina Casualty. 


Howell Reiterates Support 


Of Bill To Strengthen 


New Jersey Department 


Commissioner Howell of New Jer- 
sey, speaking to Bergen County 
Assn. of Insurance Agents in Palisade 
Park, N. J., reiterated his support of 
legislation designed to strengthen his 
department. 

He is pressing for full passage of a 
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four-point bill which would: 

e Grant additional power for suspen- 
sion and revocation of licenses. 

e Provide additional power to conduct 
investigations, interrogate licensees, 
issue subpoenas and compel witnesses 
to answer at any hearing. 

e Establish a program of study to be 
completed by an applicant for an in- 
surance license prior to written ex- 
amination. 

e Strengthen restrictions governing 
payment of commissions to other than 
a licensee. 


This bill was passed by the New Jer- 
sey assembly last June by a vote of 
41-0. The senate deferred final action 
on the measure until it reconvenes 
Nov. 18. 

A major effect of the bill, Mr. How- 
ell said, would be correction of the se- 
rious misclassification of auto liability 
risks, which his department has 
turned up during the past year and a 
half. The New Jersey department has 
so far developed evidence of over- 
charges due to misclassification total- 
ing more than $750,000, he said, add- 
ing that he believed the aggregate 
would pass the $1 million mark before 
the department’s probe of the situa- 
tion is finished. 

“New Jersey has done probably the 
best job on this of any state in the 
country,” he said, “but we would not 
have the situation in the first place if 
our law made proper education and 
training mandatory for insurance li- 
censees.” 


Propose Security-Banner Merger 


Stockholders of Security Life of 
Macon have approved a merger agree- 
ment with Banner Life of Brunswick, 
Ga. Banner stockholders will vote on 
the proposal Nov. 4. If approved, the 
new company will retain the Security 
Life name and remain in Macon. 
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Urges Agency Heads 
To Seek Management 


Potential In Recruits 


Agency heads must recruit men with 
both sales and managerial potential 
because they are 
the companies’ 
principal source 
of future mana- 
gers, according to 
Frederic M. Peirce, 
LIAMA’s manag- 
ing director. 

Although the 
agent is essential 
because he _ per- 
suades people to 
buy, the manager 
is more essential 
because he re- 
cruits, trains and motivates the agent, 
Mr. Peirce said in his talk, “Building 
for Keeps,” at the LIAMA Atlantic 
Alumni Assn. meeting at New York. 
Costs for agent-financing, salaries and 
rent are rising to a point where com- 
panies have about exhausted all cost- 
saving areas except those which auto- 
mation may develop. Companies are 
looking closely at costs and the money 
lost through men who have left the 
business. 

But this is not the demise of the 
agency system: It is only the rum- 
blings of change. The system is here 
to stay as long as it does its job. 





Frederic M. Peirce 


Managers who would build for keeps 
must select men with the best chance 
of becoming successful. Mr. Peirce 
stressed the careful selection done to- 
day, contrasting it with the opinion 
of some years ago that a lot of men 
had to be “run through the mill” to 
get a few good ones. Today’s recruits 
must have the potential to become 
good salesmen now and managers in 
the future. 

LIAMA research indicates the best 
tipoff to an agent’s managerial po- 
tential is the opinion of other agents 
with whom he works, Mr. Peirce said. 

Managers create men in their own 
image and determine the atmosphere 
in the agency. Agents will reflect the 
manager’s concepts. The job of build- 
ing new managers is part of the man- 
ager’s responsibility to help the com- 
pany grow. Managers who success- 
fully develop other managers find 
their prestige enhanced and their re- 
cruiting problems lessened. Companies 
turn to their present managers for 
help in finding new managers. 


The manager’s ability to transfer 
his selling skills to new men is one of 
his greatest assets, Mr. Peirce said. At 
the same time, the payoff in training 
often is with the experienced men in 
the agency. These agents should not 
be allowed to become complacent 
about their production and selling 
skills. Sometimes they reed help in 
rising above their present plateaus. 
This may require special training, 
greater challenges or better prospect- 
ing. It may be that their needs are 
not given enough attention because 
the new men require more time and 
assistance. 


Charter Madison Life In N. C. 

A charter has been issued to Madison 
Life of Madison, N. C., to sell life, A&S 
and annuities. The company has until 
next July to raise $400,000 in capital 
and paid-in surplus prior to beginning 
operations. The stock has $10 par val- 
ue and will be offered at $20. 
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SOMEBODY 
WILL PROFIT 
FROM 

THIS AD... mh 


was only a couple feet tall at one stage of his 

\ \ MILL YO ? growth. Size in a growth situation is always a 
o temporary thing. What’s important is the capacity 

for growth. We’ve got that! You know what it 

takes — same as we do. BUSINESS! and where 

does that come from? — from people. How do 

you get it? With men — good men! What else? 

Good merchandise! Yes — there’s no question 

about it — a small insurance company, on the way 

up, must excel in its Policies, its contracts, its 


e 
This off er rates services. As the saying goes, the small company 


must “build a better mouse trap”. WE HAVE 


careful investigation DONE THIS. Let us recite just a few highlights 


from some of our new Policy forms: 


by those who normally On the Life side — we’ve got the tremendous, new 


’ “LICA GEM”. This Policy is a real honey! And 
what a seller! 20-Payment Life — with return of 
don t answer ads regular premium if applicant dies within premium 
paying period. Immediate cash draft of 20% of 
the face amount, deductible from the final settle- 
ment — and 19 COUPONS of $7.50 each for 
each $1,000 of insurance, which owner can allow 
to accumulate at 4% interest, or apply to pur- 
chase non-participating paid up additions — or 
apply toward payment of premiums — or the 
owner can accept in cash. 


You might call this a “want 
ad” of sorts. We WANT to 
buy something! You may have 
it to SELL! Let us talk plainly 
— man to man. 





Now — let’s take a quick look at the “LICA 
Family Plan” — another brand new form that’s 
being received like the morning sunshine. One 
Policy and one premium protects the bread win- 
ner, his wife, his children. Each unit purchased 
delivers $4,000 life coverage on the husband, 
$2,000 term protection on the wife, $1,000 term 
protection on each child. This Policy for sheer 
simplicity, breadth of coverage, has more down- 
right sales appeal than a whole arm-load of con- 
ventional contracts. 


On the A. &S. side, let us turn to the LICA 
PERSONAL INCOME PLAN. This unique 
Policy provides indemnity for loss of life, limb, 
sight or time from bodily injury caused by an 
accident, or loss of time caused by sickness. Full 
principal amount is payable for accidental loss of 
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life or loss of two members. Monthly benefits pay- 
able for accident — total and partial disability .. . 
for confining and non-confining sickness. 


Here is a wonderfully flexible Policy tailored to 
suit the precise needs of the individual . . . even to 
lifetime benefits! 


Now let’s examine the contract covering HOS- 
PITAL, SURGICAL, MEDICAL and ACCI- 
DENTAL DEATH. We call this the LICA 
SPECIAL. Our men are literally having a “Field 
Day” with it. Principal sum can be $1,000 or 
$2,000 doubling for specific accidents! Hospital 
coverage per day can be $5, or $10, or $15, or $20 
. .. With no time limit as to number of days pay- 
able. Surgical coverage ranges from $100 to $200, 
and covers surgery in or out of the hospital. Doctor 
visits are paid while in the hospital at the rate of 
$5 per visit up to a maximum of 30 visits, or $150. 
This Policy is offered at a very attractive rate — 
for men, women and children, from birth all the 
way to age 74. 


We could go on and high-spot for you a dozen or 
more originally conceived, well designed contracts 
— ones that contain real dynamic sales appeal be- 
cause they’re specially thought out to give folks 
what they need and want... and at a price they 
can afford to pay. Yes — we’ve got the ammuni- 
tion . . . but this is only the starting point. The 
finest auto in the world stands still as a post until 
you charge its tank with fuel. Nor does the fuel 
count much until you give it ‘ignition’. That’s 
where our “extra something” comes in. We give 
you an array of SALES TOOLS like nothing 
you’ve ever seen. We have merchandised our 
Policies for streamline selling. We have devised 
new, proved ways to help you get leads . . . effec- 
tive sales techniques and power-laden materials 
for seiling the lead after you get it. Let us say flatly 
that we go much further in this kind of help than 
the average insurance company. Why? We MUST! 
In this highly competitive business—the company 
on the way up—the company bent on reaching its 
growth objectives—MUST GIVE SOMETHING 
EXTRA! 


Costs money? You bet it does. But that’s what it 
takes to be seen—to be heard—to SELL! While 
the multi-billion dollar companies can afford to 
cruise along on sheer dominance of size—we must 
“deliver the tickets”! We must ‘build a better 
mouse-trap’-—and beyond that we must deliver 
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the merchandising and internal cooperation to 
move those “mousetraps”. We lay great stress on 
our ability to give you PERSONAL SERVICE. 
We realize the importance of working with you 
and supporting you at every stage of the selling 
effort. This WE DO in fact—not just talk! Our 
program is IMAGINATIVE, INVENTIVE, 
RESULTFUL. We are REALLY MOVING! 


CAN YOU MAKE MONEY WITH A GOOD, 
SOLID, SMALL COMPANY ON THE WAY 
UP? Indeed you can! Wait till you’ve learned 
about our original financing plan — about com- 
mission and renewal set-up. Here again — we 
have no delusions. We must excel. And EXCEL 
we do. By giving our men a chance to make far 
better than average earnings—we encourage 
greater production—insure faster growth. 


All in all—we are a company charged with a 
great enthusiasm. Positive, forceful thinking per- 
meates our entire organization—is evident in all 
of our sales programming and materials. We know 
where we are going. 


We have a place on our team for real PRO- 
DUCERS. Let us be completely outspoken and 
frank — we want no drifters—no job hoppers— 
none of that ilk who take advantage of a “quick 
cash” opportunity and then skip on to other pas- 
tures. WHAT WE DO WANT ARE EARNEST, 
SINCERE, HARD WORKING MEN, who want 
to build a General Agency with the help of a 
company which has the savvy and know-how, and 
will stand 100% squarely behind their men. Or— 
we’re interested in existing General Agents who 
might not be satisfied with their present rate of 
growth and progress. 


It’s noteworthy that, in connection with our 
“agency building program” we have developed a 
sound, productive training and recruiting format. 
Our present activities are centered in the following 
states: Pennsylvania, Ohio, Illinois, Indiana, 
Maryland, Delaware, Kentucky, Tennessee, 
Arkansas, Louisiana, Mississippi, Florida, Minne- 
sota, Virginia, Michigan, South Carolina and 
Georgia. 


Without any Obligation on your part, if you feel 
you are “our type of man”, we would like to have 
you explore deeper into our proposal. Will you 
kindly write — 


PAUL I. REICHART 
Director of Agencies 


AMERICA, Wilmington 99, Del. 
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Health Insurance Assn. General Counsel 
Explains A&S Advertising Copy Pitfalls 


Ways of avoiding trouble in A&S 
advertising copy were explained in a 
talk given by John P. Hanna, general 
counse] of Health Insurance Assn. of 
America, at the annual meeting of Life 
Insurance Advertisers Assn. in Phil- 
adelphia. He said the National Assn. 
of Insurance Commissioners’ rules 
governing advertisements of accident 
and sickness insurance represent the 
conscientious efforts of nearly 100 in- 
dustry representatives and some 35 
state insurance department represent- 
atives. Although not inconsistent with 
previous rules, regulations and volun- 
tary codes, they are more comprehen- 
sive and more specific. These rules im- 
plemeat in detail the fair trade prac- 
tice acts and similar statutory author- 
ity in the various states. The NAIC 
rules are strict, perhaps in some re- 
spects more strict than absolutely re- 
quired by law, he said, but the A&S in- 


surance business as a whole has con- 
curred in strict rules because it desires 
its advertising to be above any pos- 
sible reproach. 

In order that the NAIC rules might 
be enforced with some degree of uni- 
formity and companies might have 
even more specific direction in prepa- 
ration of advertising, an Interpretive 
Guide was informally accepted by the 
NAIC in June, 1956. Since the adop- 
tion of the NAIC rules and the devel- 
opment of the Interpretive Guide, a 
majority of the states have adopted 
the rules as their own and others have 
indicated their intention to do so. It is 
already apparent that the NAIC rules 
have set the pattern for advertising 
throughout the U. S. and its territories. 

Mr. Hanna said the rules do not re- 
quire uniformity and need not hamper 
ingenuity. He outlined the “guide- 
posts” he has developed in determin- 





NOW IT’S POSSIBLE FOR YOU TO OFFER 
Group Pension and Profit-Sharing Plans 





For ‘‘the Butcher, the Baker, the Candlestick 
Maker”’ and other employers of small groups 


Here for the first time. . 


A full range of choice to employers of small groups— 
Group Income Endowment, Deposit Administration Group 
Annuities, Whole Life with Endowment Maturity privilege, 
Conventional Group Annuities, Profit-Sharing Group An- 
nuities—opens a completely new market to you with realistic 
compensation for the agent of record. 


All this is backed by Bankers Life Company’s unexcelled 
service, machine accounting, progressive underwriting, 
actuarial service, and prompt preparation of individual 
proposals—prepared in many cases right in the field. 


Why offer your client less for his consideration? 
For Complete Information 
Ask our nearest Group Office or write 


BANKERS 


DES MOINES. 


Licensed in all States. Branch Offices in Principal Cities in U.S. 


. as another pioneering service of 
Bankers Life Company . . . are the benefits of a tailor-made 
group pension plan for which nearly every employer can 
qualify . . . and at a cost commensurate with costs for similar 
plans heretofore available only to groups of 25 or more. 





COMPANY 
IOWA 











ing whether advertising meets the 
present standards, as follows: 

1. All, full, complete and similar 
words and phrases. Avoid exaggera- 
tion in all advertising. This does not 
prohibit normal “puffing” statements 
concerning the excellence of your 
product or your company. On the other 
hand, do not state or imply that your 
policy covers more than it actually 
does cover. Don’t say “pays hospital 
bills’ when you really mean “helps 
pay hospital bills.” Don’t say “pays 
your doctor” if you mean “helps pay 
your doctor.” Don’t say “pays $5,000” 
without mentioning the deductible and 
daily limits, if any. Misleading exag- 
geration can happen when coverage is 
overstated or when the description of 
coverage is not complete. 

2. Exceptions, reductions and limita- 
tions. The real problems in meeting 
A&S advertising standards arise in 
this area. The first question to be de- 
termined is whether a particular ad- 
vertisement is an offer to contract, an 
invitation to inquire further, or insti- 
tutional advertising. An offer to con- 
tract is easily recognized. It may be a 
proposal form, a newspaper advertise- 
ment, a form letter, or any type of 
advertisement which goes into consid- 
erable detail concerning a policy or 
plan it usually will include information 
on the dollar amount of benefits, 
length of time benefits are paid, and 
the cost. It is a safe rule of thumb to 
assume that an advertisement which 
contains two of these three elements 
—dollar amount, period time or cost— 
must be an offer to contract and, 
therefore, must contain exceptions, re- 
ductions and limitations. This reason- 
able and logical because you have 
given the reader enough information 
so that he could reasonably decide that 
the policy advertised is the one which 
he should buy. 

Institutional advertisements also are 
easy to recognize. They usually pro- 
mote the name of the insurance com- 
pany, its service and reliability, the 
type of insurance which it provides or 
the general concept and need for sick- 
Mess and accident insurance. An in- 
stitutional advertisement seldom refers 
to dollar amount, period of time, or 
cost. Such advertisements need not 
include exceptions, reductions and lim- 
itations. The invitation to inquire pre- 
sents the most difficult problem. A 
simple rule of thumb is that an ad- 
vertisement which mentions two of the 
three items—dollar amount, period of 
time, or cost—provides the reader with 
enough information so that he should 
also be apprised of the exceptions, re- 
ductions and limitations. An advertise- 
ment which mentions only one of these 
elements does not provide enough de- 
tail so that the exceptions, reductions 
and limitations must be mentioned. 
Although this rule of thumb can be 
very helpful, it certainly is not con- 
clusive. An advertisement may go into 
such detail concerning the dollar 
amount of benefits that the average 
reader might logically decide that the 
policy advertised is the one that he 
should buy. In that case, the adver- 
tisement must contain exceptions, lim- 
itations and reductions ‘even though 
the period of time and cost are not 
mentioned. Many companies use a rule 
of thumb which causes little difficulty 
when space is available—when in 
doubt, they include the additional 


material. 

Having decided that the advertise- 
ment must contain the exceptions, lim- 
itations and reductions, the second 
question is which ones affect the basic 
provisions of the policy. Here the two 

(CONTINUED ON PAGE 12) 
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Fla. Sets Meetings 
On Proposed Revamp 
Of Insurance Laws 


The Florida insurance departmen 
has scheduled a series of meetings oy 
its plans for completely revising the 
state insurance laws. 

Several months ago the department 
retained Robert D. Williams, a Seattle 
attorney, to draft a revision of the 
laws for presentation at the 1959 ses. 
sion of the legislature. 

The meetings will be held at the Mc. 
Allister hotel, Miami, Nov. 6; the San 
Juan hotel, Orlando, Nov. 7; the May. 
flower hotel, Jacksonville, Nov. 8, ang 
at the Tampa country court house, 
Tampa, Nov. 13. Fire and casualty 
laws will be discussed at the morning 
sessions and life and A&S at the aft. 
ernoon sessions. 

Also, Commissioner Larson has ap. 
pointed a legislative steering com- 
mittee of insurance people to advise 
him on the proposed revision. It is di- 
vided into a fire and casualty sub. 
committee, headed by J. Ollie Hall 
vice-president and treasurer of Amer. 
ican Title & Ins. Co. of Miami; and; 
life and A&S subcommittee, headed 
by W. J. Hamrick, agency vice-pres- 
ident of Gulf Life of Jacksonville 
Meetings have been scheduled by 
these subcommittees and the full com- 
mittee. 

The life and A&S subcommittee will 
meet Nov. 18, the fire and casualty 
subcommittee Nov. 19, and the full 
committee Nov. 20. All sessions will 
be held in the state capitol at Talla- 
hassee. 

Mr. Larson said that interested per- 
sons desiring further information 
concerning the proposed legislative 
program of his department should 
contact Broward Williams, coordina- 
tor of the department’s program. 


Start Construction 
Of Travelers Building 


Travelers began construction of 4 
16-story building in the heart of 
downtown Boston Nov. 1. The cost of 
the building has been estimated at 
$7 million. It will be constructed at 
125 High street, a site formerly owned 
by the Boston Post and purchased b) 
Travelers at auction earlier this year, 
for $475,000. 

Travelers will occupy four floors of 
the building with its Boston branch 
office and the remaining 12 floors will 
be occupied by other tenants. It will 
be the first large office building erect- 
ed in the area since 1929. 

The building will be constructed of 
white and blue brick masonry over 4 
steel framework. A center section, 
three stories higher than the 16 of- 
fice floors, will be faced with white 
glazed brick. This section will house 
most of the building’s facilities includ- 
ing elevators and stairways. 


Calls Hendershot Book ‘Rehash’ 


The Grim Truth About Life Insur- 
ance, by Ralph Hendershot, former fi- 
nancial editor of the New York World- 
Telegram & Sun, was described by Le- 
land T. Waggoner, vice-president of 
Life of North America, as “merely re 
hashes of similar ideas advanced dur- 
ing the mid-1930s which did injury ‘ 
the individuals accepting them but did 
no real or permanent harm to the life 
insurance industry.” 

Mr. Waggoner told the Washington, 
D. C., CLU chapter that because 
its critical approach the book is likely 
to sell well despite the fact that “any- 
one who had completed an elementary 
course in insurance would see through 
its fallacies.” 
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“The Client Building Conference 
easily represents the pinnacle 
of my training in the life 
insurance business. Never before 
has my enthusiasm been 

at such a high pitch.” 


‘| honestly believe these five 
days will prove to be the most 
beneficial | have ever spent.”’ 


“The understanding of our 
business and relationship with 
our clients that was imparted to 
us in so many ways will be ever 
valuable to all of us. There is 
no direction now, but up.’ 


‘Few universities, let alone 
business organizations could 
have organized and presented 
an accelerated course in 

such an effective and 

well oriented manner.” 


‘It is through your efforts that | 
have built greater confidence in 

myself. | now ‘understand’ the 
psychology of solving problems.” 


‘The Client Building Conference 
was truly the focal point of 
my new career with Home Life.’’ 


LIFE INSURANCE EDITION 





FAN MAIL FOR A 
NEW LOOK IN 
TRAINING. 


Enthusiastic is the only way to describe the response to this recent 
innovation ... Home Life’s Client Building Conference. 


This exciting new advance in home office training programs is 
broader in scope than a seminar, more comprehensive than the usual 
“school.” Separate conferences are held quarterly, for Field Under- 
writers with six, eighteen, and thirty months’ experience. 


The streamlined curriculum ranges from the philosophy of life 
insurance to advanced training in “Planned Estates,” business 
insurance, group insurance and: practical salesmanship. Daily 
clinics help the Field Underwriter widen his perspective of 
“Planned Estates” service. Workshop methods polish skills. Demon- 
strations and lively idea exchanges, moderated by seasoned field and 
home office personnel, help provide insight into client motivation. 


The Client Building Conference is a ‘‘new look” if sales train- 
ing. It is the latest innovation under Home Life’s policy of supply- 
ing continuous training that begins upon joining an agency and 
extends throughout each man’s career... a policy that has helped 
make the training of a Home Life Field Underwriter recognized as 
outstanding throughout the industry. 


HOME LIFE INSURANCE COMPANY 
“A Career VUnderunriters' Company” 


253-6 BROADWAY, NEW YORK 8, NEW YORK 


William P. Worthington John H. Evans 
President Vice President—Sales 





Shenandoah Life Has 
5-Year Expansion Plan 


With New Sales Goals 


Shenandoah Life has adopted a 5- 
year expansion program calling for 
increased benefits to policyholders, 
additional life insurance services and 
a larger operating territory. 

The plan sets sales goals for each 
year and the 5-year period. The 5- 
year goal calls for a 100% increase in 
yearly production over the projected 
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sales results for the current year, ac- 
cording to President Blake T. Newton 
Jr. Sales in the first nine months of 
this year were up 11%. Production 
in the last quarter is expected to 
make a substantial improvement over 
the present figure. 


. 

The plan, adopted by the board, is 
the result of several months of inten- 
sive study by a committee named by 
Mr. Newton in February. The commit- 
tee members are Andrew J. Christen- 
sen, superintendent of agencies, chair- 


man; Richard F. S. Hazlett, associate 
actuary; William S. Hubard, counsel; 
Armand L. Sanderson, comptroller, 
and Ambler Webb, director of per- 
sonnel and planning. Richard S. Left- 
wich, general counsel and secretary, 
heads a review committee consisting 
of the senior executives. 

The program is designed to pave 
the way for expansion in all phases 
of the operation, including financial 
services to the public in the com- 
pany’s entire territory, Mr. Newton 
said. 
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BOSTON, MASSACHUSETTS 


ADVERTISING AT WORK 


John Hancock advertising works constantly in leading mag- 
azines and other far-reaching media to support our repre- 
sentatives. These messages prompt millions of readers to 
study their life insurance needs. 
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Life Insurance In Force 
To Hit $1 Trillion By 
1965, Beal Predicts 


The American public will own $1 
trillion of life insurance by 1965, com. 
pared with the $450 billion now bej 
held, Orville E. Beal, executive vice. 
president of Prudential, predicted a 
the Newark CLU chapter’s annual con. 
ferment exercises. He noted that ip. 
surance in force totaled $400 billion a 
the end of 1956, while 1957 sales are 
expected to reach $67 billion. 

The average insurance in force per 
family is $7,600, against an average 
income after taxes of $5,300. In case 
of death, after payment of debts there 
is, on the average, $5,100 of insurance 
money left. This amounts to slightly 
less than one year’s family income. 

While the needs of families differ, 
each should carry enough insurance to 
meet minimum requirements. The 
minimun amount should produce one- 
third of the breadwinner’s income at 
current interest rates. 

CLUs must use human understand- 
ing to see that policyholders are prop- 
erly insured and to help widows and 
children to a secure future. An agent 
cannot sell insurance in any substan- 
tial volume until he believes in jt 
enough to buy it himself, Mr. Beal 
said. 

The agent who wants to be a million 
dollar producer, should carry at least 
$85,000 on his own life. This estimate, 
made by an insurance research organ- 
ization, indicates a tendency for the 
agent to be credited with a monthly 
average paid-for equal to the amount 
of insurance on his own life. 

Two hundred attended the dinner 
which preceded presentation of CLU 
diplomas to 22 north Jersey men. 
George R. Esterly, dean of Rutgers 
university; school of business adminis- 
tration, presented the diplomas. 


Commissioner Harrison To Address 
Actuaries’ Club Of The Southwest 

Commissioner Harrison of Texas, 
will address the Actuaries’ Club of the 
Southwest at the fall meeting, Nov. 8- 
9, at the Statler-Hilton hotel in Dal- 
las. In addition the program will co- 
ver the following topics: Small com- 
pany budgets; cancellable hospital 
(and/or A&S); claim statistics and 
calculations; policy design, and vol- 
ume discount in calculations of gross 
premium. Reports of the annual meet- 
ings of the Society of Actuaries, the 
International Congress of Actuaries 
and the Conference of Actuaries in 
Public Practice will be presented. Pan- 
el discussions will be held on compe- 
titive. underwriting and preparation 
for electronic data processing systems. 





LIFE A. & H. 
OPENINGS $8500-$22,500 
East 1 CS A) ae $22,500 
Midwest Life Actuary ...... 18,000 
West Coast Group Actuary .... 17,500 
East Life Agency Dir. .. 15,000 
South Life-Controller..... 13,000 
West Coast Life-Personnel Dir.. 12,000 
Midwest Home Office A.&H. 

MG i= cieieidinre cine 12,000 
Midwest Group Branch Mgr. 8,500 


Comparable openings available—all areas 
of the country. Write for information— 
HOW WE OPERATE—no obligation to reg- 
ister. Confidential handling all inquiries. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 
330 S. Wells St. Chicago 6, Ill. 
HArrison 7-9040 








— 











Novemb 


lea 
Prudent 


Edgar 
executive 
cies in 
office. H 
cies in tk 
Angeles 
the New 
northeast 
temporal 
year. He 
tions in 
vania b 
Oakland, 


Pacific 
John J 
superinte 
developr 
Formerly 
visor in 
pany in ] 
office re 


Ohio Si 


Frank 
the new! 
field tral 
joined th 
superinte 
years as 
manager 


Life Of 


John J 
North A 
tension Vv 
He ente! 
of Prude 
ice repr 
manager 
was dist) 
from 195 





. OWN $1 
965, Com. 
Ow being 
1Ve€ vice. 
dicted at 
nual con. 
that in. 
billion at 
sales are 


force per 

average 
. In case 
bts there 
Msurance 
» Slightly 
ome. 
-s differ, 
Irance to 
its. The 
uce one- 
1come at 


lerstand- 
re Prop- 
OWS and 
\n agent 
substan- 
es in it 
Ir. Beal 


1 million 
at least 
2stimate, 
1 organ- 
for the 
monthly 
amount 


| dinner 
of CLU 
y men, 
Rutgers 
idminis- 


iddress 
uthwest 
Texas, 
b of the 
Nov. 8- 
in Dal- 
will co- 
ll com- 
hospital 
ics and 
1d vol- 
yf gross 
1 meet- 
ies, the 
otuaries 
ries in 
d. Pan- 
compe- 
aration 
ystems. 





22,500 
18,000 
17,500 
15,000 
13,000 
12,000 


12,000 

8,500 
‘areas 
tion— 
to reg- 
uiries. 


(EL 


VELY 
6, Ill. 








November 1, 1957 


LIFE INSURANCE EDITION 


HOME OFFICE CHANGES 





—_—_ 


Prudential 

Edgar M. Kelly has been appointed 
executive director of ordinary agen- 
cies in Prudential’s northeastern home 
office. He has been director of agen- 
cies in the western home office in Los 
Angeles since 1956. He will serve in 
the Newark home _ office until the 
northeastern operation is moved to 
temporary quarters in Boston next 
year. He held field supervisory posi- 
tions in New Jersey and Pennsyl- 
vania before becoming manager at 
Oakland, Cal., in 1951. 


Pacific Mutual Life 

John J. Posthauer has been name” 
superintendent of agency management 
development for Pacific Mutual Life. 
Formerly central regional group super- 
visor in St. Louis, he joined the com- 
pany in 1949 and has served as a home 
office representative and manager. 


Ohio State Life 

Frank Carter has been appointed to 
the newly created post of director of 
field training for Ohio State Life. He 
joined the company in 1954 as assistant 
superintendent of agencies after six 
years as agent and assistant agency 
manager for Metropolitan Life. 


Life Of North America 


John J. Quinlan has joined Life of 
North America to do group sales ex- 
tension work in the group department. 
He entered the business as a trainee 
of Prudential in 1947, becoming a serv- 
ice representative in 1948 and group 
manager at Richmond in 1951. He 
was district group manager in Atlanta 
from 1953 until this year. when he be- 


came manager of the life and A&S 
department of Bennett & Edwards Inc,. 
general insurance agency at Kings- 
port, Tenn. 


Central Standard Life 


Thomas A. Frank has been named 
field vice-president and John F. Mur- 
phy has been named director of sales 
for Central Standard Life. Before join- 
ing the company, Mr. Frank was gen- 
eral agent at Atlanta for Security 
Mutual Life. Previously district man- 
ager at Elmira, N. Y., for Companion 
Life, Mr. Murphy has been in insur- 
ance since 1952. 


Equitable Society 


Equitable Society has named as unit 
managers W. B. Arnold, Tulsa; Jerry 
Bloom, New York; A. Joseph Foa and 
Vincent E. Sarter, both Manhasset, 
N.Y.; Edward B. Gilmore, Cleveland; 
Charles F. Hardman, Salina, Kan.; 
Albert C. Hoyer Jr., Springfield, O;. 
Morris Katz, Des Plaines, Ill. and Lee 
E. Taggart, Modesto, Cal. 

John G. Hornecker has been ap- 
pointed assistant manager at St. Louis. 


Canadian Premier Life 


Norman A. Healey has been named 
director of agencies for Canadian Pre- 
mier Life with offices at Winnipeg. 
He formerly was assistant superin- 
tendent of agencies in eastern Can- 
ada. 


Colonial Life 


James A. Anderson has been named 
mathematician of Colonial Life. He 
has been in the actuarial department 
of Mutual Benefit Life. 


Republic National Life 


Fred A. Armitage Jr. has been 
named personnel director for Repub- 
lic National Life. He has had 10 years 
experience in personnel procedures 
and policies. 


SAMARITAN LIFE OF DULUTH 
—NMilton R. Polland, general agent in 
Milwaukee for Security Mutual Life, 
has been elected chairman and chief 
executive officer as the result of a 
major reorganization of the company. 
Millard F. Bradley, general agent in 
Milwaukee, has been elected president 
and George E. Ostrom, former presi- 
dent, will become vice-president and 
treasurer. 


LIFE OF FLORIDA—Car!l O. Olson 
has been elected executive vice-pres- 
ident. He previously was comptroller 
of Baltimore Life and has been in 
the life business for more than 25 
years. 


OLD AMERICAN—H. Edmund Platt 
has been named sales training man- 
ager, Arthur C. Hueners, sales admin- 
istration manager, Frank L. Stephens 
Jr., sales personnel selection manager, 
and Robert G. Fryer as field sales 
manager. 


FARMERS & BANKERS LIFE— 
William M. Quinlan Jr. has been named 
director of agencies. He had been as- 
sistant director of agencies since 1955. 


WESTERN LIFE OF MONTANA— 
Three officers of St. Paul F.&M. have 
been elected to the board of Western 
Life. They are A. B. Jackson, presi- 
dent, R. M. Hubbs, vice-president, and 
Robert S. Davis, investment officer. 





Manufacturers Life has been licensed 
in Maine and New Hampshire, bring- 
ing its area to 25 States, District of 
Columbia, Hawaii and Alaska. 


RECORDS 


MASSACHUSETTS MUTUAL—To- 
tal life sales in the first nine months 
were $672,596,000, up 18%, consisting 
of $533,202,000 in ordinary and $139,- 
394,000 of group. Insurance in force 
rose $461,031,000 to a total of $5,882,- 
267,000, consisting of $4,871,523,000 of 
ordinary and $1,010,744,000 of group. 
Group passed the $1 billion mark in 
September. September was the 35th 
consecutive record month and the 61st 
in which ordinary showed a _ gain. 
Ledger assets rose by $77 million in the 
first nine months to exceed $2 billion. 
Premiums collected totaled $143 mil- 
lion. Policyholders and beneficiaries 
received $129 million, with death 
claims totaling $27,038,000 on 3,717 
policies. New investments totaled 
$172,773,000 and yielded an average 
4.79%. Included were $83 million in 
bonds with a 4.75% return and $84 
million in mortgage loans at 4.79%. 

OHIO STATE LIFE—New business 
paid-for by the company during the 
first nine months of 1957 is up 7.2% 
over the corresponding period of 1956. 
A total of $36,650,265 of new business 
has been paid-for so far in 1957 as 
compared with $34,200,556 for the same 
last year and represents the largest 
amount of new business over any 9- 
month period in Ohio State Life’s 51- 
year history. A record $6,324,206 of 
new life was submitted by agents dur- 
ing September—the first month of their 
annual two-month president’s Cam- 
paign. Insurance in force as of Sept. 
30 reached $375,114,106—an increase of 
more than $23,375,000 for the year to 
date. 


CONNECTICUT MUTUAL — Life 
sales in the first nine months totaled 
$343 million, up $19.5 million. The 
July total of $42.5 million set a new 
monthly production mark. 
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Mr. Fitzgerald Allays The Group Jitters 


President Edmund Fitzgerald of 
Northwestern Mutual Life, whose 
company doesn’t write group insur- 
ance, has done a real service in bring- 
ing out an important point in the 
jumbo group controversy. As reported 
in last week’s issue, Mr. Fitzgerald 
told the Los Angeles CLUs at their 
annual conferment luncheon that 
those who fear that group will ser- 
iously impair demands for agents’ 
services show evidence of having lost 
their faith and lowering their aims. 

Mr. Fitzgerald made it clear that 
he was not by any means endorsing 
the excessive use of group term or 
any other plans that play down the 
traditional use of life insurance as a 
tested savings medium. But by em- 
phatically declaring his belief that 
there will always be a demand for 
the services of qualified agents, Mr. 
Fitzgerald has helped allay the fears 
of those who see the agent being 
gradually squeezed out of the picture 
by the spread of group to more and 
more people and for larger and larger 
amounts. As Mr. Fitzgerald told the 
Los Angeles CLU chapter, although 
the addition of group life to the in- 
dividual’s financial program involves 
little or no personal relationship with 
the agent, these relationships will not 
disappear as long as people like CLUs 
continue to acquire knowledge and 
assume their responsibilities. 

The agent who has the skill and 
knowledge that he needs in order to 
sell life insurance successfully can 
use the same skill as an adviser or 
consultant to the client who is so 
amply covered by group insurance 
that he is unwilling to buy from the 
agent, even though the client badly 
needs advice and help in making a 
sensible program out of the jumble 
of coverages he has. 

The agent should not be diffident 
about charging for such service. We 
believe many policyholders who need 
an agent’s services would be glad to 
pay for them on a fee basis. Any 
policyholder worth calling on is smart 
enough to know that an agent can’t 
afford to do very much programing 
where there is no chance whatever of 
making a sale. So the policyholder 
feels guilty at taking the agent’s time 
for a lot of free advice, Perhaps he 
even feels he ought to buy a little 
something just to repay the agent. 
Chances are that the policyholder 
would be happier and the agent bet- 
ter compensated for his time by a fee 
rather than by the commission on a 
trifling amount of insurance bought to 
keep from being under obligation. 

Perhaps there would even be cor- 
porations that would pay an agent a 
retainer for time spent in helping 
employes and executives get their in- 
surance—group, ordinary and indus- 
trial—so organized as to do the best 
job it could do. There would be the 
advantage that the retainer would be 
tax-deductible expense to the corpor- 
ation, yet the services of the agent to 
the employe would not be counted as 


part of his taxable income. 

Of course, in a state like New York 
it is necessary for an agent who of- 
fers advice for a fee to be licensed 
by the state, but that is hardly more 
than a formality. Incidentally, the 
New York State Assn. of Life Un- 
derwriters has just warned its mem- 
bers that they must be sure to be 
licensed if they are going to charge 
fees for advice. Life agents are hav- 
ing to give so much service on busi- 
ness where no sale is involved that 
much of their time is unproductive 
and as a result, the charging of fees 
has been accelerated, according to 
Joseph N. Desmon, general agent of 
Continental Assurance at Buffalo, 
state association president. He stated 
that agents are frequently offered fees 
to review a policyholder’s insurance 
estate where there is little likelihood 
of a sale on which a commission 
would be earned. 

In agreeing with Mr. Fitzgerald 
that the spread of group life more 
broadly and for larger amounts is not 
going to seriously impair the demand 
for the services of the qualified agent, 
we want to make it clear that we are 
not saying there should be no limits on 
the amount of group that can be writ- 
ten on a single life or on types of 
group insurance that violate the basic 
group concept. In fact, we are not 
even discussing the merits of that ques- 
tion. 

The unquestionable accuracy of Mr. 
Fitzgerald’s observation does not in 
the least invalidate the strength of 
the agents’ contention that their inter- 
ests should be taken into account in 
determining group per-life limits. If 
anything, the implication is all the oth- 
er way. For if the qualified agents 
are going to be, as Mr. Fitzgerald pre- 
dicts, a continuing strong factor in 
the distribution of life insurance, then 
the industry should build on that ba- 
sis, rather than assuming that the 
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agent is going to be relegated to 
minor role and that other means of 
merchandising life insurance will pre. 
dominate. 

To do anything else than build on 
the premise of a strong and substan. 
tial agency force seems like inviting 
the spread of the fee system of com- 
pensation, We see no objection to the 
fee system but the commission sys. 
tem has been working so long and go 
well that we believe most companies 
would rather see it remain the prin. 
cipal source of their agents’ incomes, 
Some of the possible accompaniments 
of the fee system, should it become 
widely used, might be somewhat dis. 
ruptive. To mention just one, wouldn't 
it be a logical evolution for some 
company to offer insurance on a no- 
commission basis, letting the agent 
charge the buyer a fee for his ser- 
vices rather than looking to the in- 
surer for his compensation? The anti- 
rebate laws would go right out the 
window. 

If you think that suggestion sounds 
far-fetched, consider what goes on in 
Massachusetts, and perhaps in other 
states having savings bank life insur- 
ance: An agent gets into a tough com- 
petitive case, perhaps against a com- 
pany with a lower net cost, and he 
feels he is going to lese because of the 
cost factor. So he suggests splitting 
the proposed coverage between his 
company and no-commission savings 
bank life insurance, in such propor- 
tions as will produce an aggregate 
net cost showing better than the com- 
petitor’s. 

Of course, the agent gets no com- 
mission on the SBLI part, but he fig- 
ures that getting a commission on 
part of the business is better than 
losing it all to a competitor and get- 
ting no commission at all. 

We think the moral of Mr. Fitz- 
gerald’s observation is that as long as 
men need expert service and advice 
in connection with their life insur- 
ance—and that’s going to be a long, 
long time—there will be an honored 
and well-compensated place for the 
experts who are equipped to do the 
job, whether they are paid by com- 
missions, fees, or in some other way. 
—R.B.M. 





PERSONAL SIDE OF THE BUSINESS 





Powell B. McHaney, president of 
General American Life, will be hon- 
ored, Nov. 6 by officials of life com- 
panies in the greater St. Louis area at 
a testimonial dinner at Algonquin 
country club in tribute to his recent 
election as president of American Life 
Convention. 


Paul A. Norton, vice-president of 
New York Life, has accepted for the 
third year the chairmanship of the in- 
surance division of the 1958 fund drive 
of the greater New York Boy Scout 
councils. Division co-chairman is Wil- 
liam R. Cowie, vice-president of Equi- 
table Society, who was co-chairman of 
the life insurance executives committee 
last year. 


H. S. Payson Rowe, vice-president 
and treasurer of John Hancock, recent- 
ly took part in cornerstone-laying cere- 
monies of a new $6 million plant of the 


Walworth Co. in Braintree, Mass. Con- 
struction of the plan is being financed 
largely by long-term loan commitments 
of $4 million by John Hancock, Massa- 
chusetts Mutual, Sun of Canada and 
State Mutual. 


Malcolm Adam, president of Penn 
Mutual, has been elected to the board 
of National Industrial Conference 
board, an independent and non-profit 
institution for business and industrial 
fact-finding through scientific re- 
search. 


James B. McIntosh, vice-president 
and assistant to president O. Kelley 
Anderson of New England Life, has 
been elected to the corporation of Bos- 
ton University. He was graduated from 
the university in 1950. 


George Aitken, assistant general 
manager and comptroller of Great- 
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West Life, is heading a three-man Ca- 
nadian delegation to the International 
Red Cross Conference at New Delhi, 
India. Mr. Aitken is chairman of the 
central council of Canadian Red Cross 


Society. 


John Pancuk, secretary and general 
counsel of Federal L.&C., has been 
presented with the Ukrainian of the 
year award by Ukrainian Graduate 
Club of Michigan-Ontario for his par- 
ticipation in civic affairs and his ef- 
forts to help Ukrainians in the US. 


Henry Ely was honored at a private 
luncheon at Hotel Baker, Dallas, after 
rounding out 20 years as agent for 
Equitable Society in Dallas. Lloyd W. 
Klingman, Equitable general agent at 
Dallas, gave the luncheon. 


William J. Barrett, secretary of 
Metropolitan Life, attended a 6-day 
conference on “Work in the Lives of 
Married Women” sponsored by Na- 
tional Manpower council at Harriman, 


N. Y. 


H. Bruce Palmer, president of Mutu- 
al Benefit Life, has returned to the 
US. after a 10-day inspection trip of 
voice of America installations in Ger- 
many and France. As New Jersey 
chairman of the Crusade for Freedom, 
he made the tour with 60 other U.S. 
civic, labor, fraternal and agricultural 
leaders connected with the program. 


DEATHS 


HARRY W. BARNARD, 70, a re- 
tired vice-president of the Spectator, 
insurance trade magazine, died in For- 
est Hills, Long Island, N. Y. He was 
also a director of Unity Fire of New 
York. He joined the Spectator Co. in 
1906 and was with the Spectator con- 
tinuously until his retirement in 1952. 
During those years he became known 
throughout the business and through 
his wide contacts among executives 
was a prominent figure in the purchase 
and sale of several large insurance 
companies in the 1930s. At one time a 
director of a number of insurers, he 
resigned all his directorships upon 
retirement except his membership 
on the board of Unity Fire. Mr. 
Barnard also was very active in na- 
tional tennis as an official. He was 
chairman of the committee conducting 
the national amateur tennis champion- 
ship at Forest Hills. He was a member 
of several insurance clubs, including 
the Drug & Chemical Club of New 
York, and was one of the organizers of 
Insurance Advertising Conference. 








HARRY W. HANSON SR., 81, former 
Illinois superintendent of insurance, 
died at Springfield. He had been ap- 
pointed superintendent of the Illinois 
department by Gov. Emerson in 1930 
and served until 1933. A son, H. Walter 
Hanson Jr., operates Hanson Insurance 
License Bureau at Springfield. 


BERT B. BOYD, 53, retired general 
agent of Northwestern Mutual Life at 
Spokane, for eight years, died. He had 
been with the company 27 years. 


GEORGE K. REYNOLDS, 82, general 
agent for Northwestern Mutual Life at 
Lancaster, Pa., until his retirement in 
1946, died. He had been with the agency 





which was founded by his father, since 
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1887. A son, George K. Jr., is now a 
third generation general agent in that 
city for Northwestern Mutual. 


J. REX DEHAAS, 63, general agent 
for Northwestern Mutual Life at Mar- 
quette, Mich., since 1942, died of a 
heart attack. He had been with the 
company since 1923. A_ son-in-law, 
John Stobbelaar, is general agent for 
the company at Denver. 


R. W. JONES, 85, former general 
agent for Northern Life of Seattle, 
died. He joined the company in 1908 
and was general agent at Spokane from 
that time until 1940 when he went to 
work at the home office. 





New York Managers To 
Fete Julius Sackman At 


Dec. 9 Annual Dinner 


New York City Life Managers’ Assn. 
will hold its annual dinner Dec. 9 at 
6:15 p.m. at the Waldorf-Astoria hotel. 
Guest of honor will be Julius Sack- 
man, chief of the life bureau of the 
New York department. 

Mr. Sackman, marking his 35th year 
with the department, was selected for 
this recognition for his contributions 
to the industry and the public. Su- 
perintendent Holz and former super- 
intendents will be at the head table 
with association officers and Mr. Sack- 
man. 

Charles J. Buesing, manager of Mu- 
tual of New York and vice-president 
of the association, is in charge of ra- 
rangements. 


Two Companies Join LIA 


Liberty Life of Greenville, S.C., and 
Washington National have joined Life 
Insurance Assn. of America. 


East Orange Executives Elect 


Ralph W. Hawkins, resident manager 
of New Amsterdam Casualty at East 
Orange, N.J., has been elected chair- 
man of East Orange Insurance Man- 
agement Assn. to succeed President 
Richard B. Evans of Colonial Life. 

Also elected were Andrew Nelson, 
resident vice-president of American 
Casualty, vice-chairman, and Harry O. 
Rasmussen, general agent of Penn Mu- 
tual, treasurer. 





STOCKS 





























By H. W. Cornelius, Bacon, Whipple & Co., 
135 S. LaSalle St., Chicago, Oct. 29, 1957 
Current 
Bid Asked 
Aetna Life 170 175 
Beneficial Standard ..............ccee 14% 15% 
Business Men’s Assurance ... 62 65 
Cal.-Western States .....0.0..... 80 84 
Columbian National ..... 68 72 
Commonwealth Life ... 21 22 
Connecticut General ........ 233 239 
Continental Assurance ... 88 93 
Franklin Life ...............0 58 60 
Great Southern Life... 73 77 
Gulf Life 2112 22% 
Jefferson Standard .......cccccceseee 74 77 
Kansas City Life ........... 1075 1100 
Liberty National Life . 27 28 
Life & Casualty ............. 1742 181% 
Life Insurance Investo 1325 143, 
Life of Virginia . 96 100 
Lincoln National Li 159 163 
National L. & A. ... 89 92 
North American, III. 18 19 
N. W. National Life 80 83 
Ohio State Life .... 260 280 
Old Line Life ............. 42 48 
Republic Natl. Life 37 3842 
Southland Life _............. 70 15 
Southwestern Life 0.0... 97 102 
Travelers 684 6912 
United, Il. 20 21 
U. S. Life 25 26 
West Coast Life oon... sscccscescseers 42 44 
Wisconsin National... 63 66 














Personal development . . . as contrasted to simple 
selling skill . . . should be the major goal of life 
insurance training. For it is true that a man’s ac- 
complishments . . . and his capacity for service 

. are as limited or as limitless as the horizons 
of his own mind. Basic to an agent's full de- 
velopment in life insurance selling, is, we believe, 
a “career attitude” toward his chosen work. In- 
variably, it is reflected in the progress he makes 
. in the satisfaction of those he serves! 


THE 


stern Life Agent 


.-. trusted advisor! 
.-- partner in plans 
for tomorrow! 


CALIFORNIA-WESTERN STATES LIFE INSURANCE COMPANY 


Home Office: Sacramento 











 Sewice forlye Umsurunce Representati es 


Loans are available for you on your renewal com- 
missions—for additional working capital, for busi- 
ness expansion, for personal use. Prompt, efficient, 
confidential service, from the outstanding organiza- 
tion specializing in direct loans to life insurance 
underwriters. 


Life Underwriters Service Corporation 


Life Underwriters Service Corp. 
Security Bldg., Denver 2, Colo. 


_ I am interested in your service. Please send further 
information, at no obligation to me. 


Mail this 








Coupon : owe 
to d ay Address. 
City. State. 
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SOMETHING 
REALLY NEW 


Now available through Atlantic Life, “The 

Family Circle Plan”—a completely new concept 

in family group coverage. Embracing both life 
i and hospitalization insurance, it provides what 
i can truly be called a circle of protection for the 
family circle. 


And to help Atlantic agents broaden their circle 

of clients with “The Family Circle Plan,” a 

completely new sales package is available, fea- 

turing the “slide-o-matic” rate rule. It gets atten- 
| tion .. . but more important, it gets sales. 


Atlantic Life | 


| INSURANCE COMPANY 
HOME OFFICE—RICHMOND. VA. 
Life ¢ Accident & Sickness e Hospitalization 


i More Than a Half Century of Service 








se aa. 








. 


November 1, 1957 


HIA Counsel Explains A&S Ad Copy Pitfalls 


(CONTINUED 


lists appearing on pages 10 and 11 of 
the Interpretive Guide can be ex- 
tremely helpful. These lists are not 
entirely complete and they are not in- 
fallible, depending upon the type of 
coverage being offered. They do fur- 
nish an excellent guide and you should 
not have too much difficulty making 
this determination. 


This area becomes difficult only for 
those advertisements falling close to 
the line between an institutional ad- 
vertisement and an offer to contract, 
which goes into considerable detail. 
Unless there is a real problem of ade- 
quate space for the advertisement, it 
would appear that most companies 
have included the required material 
whenever in doubt as to the necessity 
for including it. 

3. Pre-existing conditions. The com- 
ments above apply equally to pre- 
existing condition limitations. This is 
listed as a separate check point be- 
cause of its importance. 

4. Renewability. Any advertisement 
which must contain exceptions, reduc- 
tions and limitations, must also con- 
tain information on renewability. In 
the case of guaranteed renewable pol- 
icies, any modification upon the guar- 
antee of renewability must be in- 
cluded. In addition, an advertisement 
which refers to the renewability pro- 
visions of a particular policy form, 


_ must include any modification upon 


the guarantee of renewability. Finally, 
an advertisement which refers to time 


-? or age in connection with eligibility of 





applicants or continuation of the policy 
must make clear the terms of renew- 
ability. 

5. Surgical schedule. This check 
point is listed separately because of 
its importance and also because this 
appears to be the one substantial dif- 
ference between the NAIC rules and 
the FTC rules. The NAIC rules re- 
quire that the reference to surgical 
benefits must indicate that the maxi- 
mum payment for different operations 
will vary, depending upon the nature 
of the operation. Mentioning the mini- 
mum as well as the maximum ($5 to 
$200) may help to make the advertise- 
ment clearer on this point. However, 
the FTC rules appear to require that 














it's a description. 





SINCE 1883 of America 


$606 MILLION LIFE INSURANCE IN FORCE 
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—WEBSTER 


A surrey drawn by a high-stepping bay was once modern, and 
filled the needs of the times. Then, Modern Woodmen life insurance 
was also designed to fit the necds of that era. Just as “horses” 

of today feed on high-octane instead of oats, so too have 

Modern Woodmen's policies progressed to meet today's demands. 
It's the adaptability to changing times that keeps Modern Woodmen 
truly Modern. "Modern Woodmen" is more than a name— 


Modern Woodmen 


Rock Island, Illinois 


ASSETS EXCEED $203 MILLION 


FROM PAGE 6) 


the entire surgical schedule be jp. 
cluded in the advertisement. Both 
rules apply only to advertisements 
which mention the maximum surgica] 
benefit which is provided. He said he 
feels that the FTC rule is not reason. 
able and that compliance with the 
NAIC rule would be adequate to pre. 
vent the advertisements from being 
misleading. This is a decision which 
must be made by each company. Some 
companies have taken a middle course 
which includes compliance with the 
NAIC rule plus a listing of the maxi. 
mum benefits for a few representative 
operations. This appears to be satis. 
factory as long as the listing is repre. 
sentative and does not include only 
the operations which have the higher 
or maximum benefits. 

6. Waiting periods. The discussion 
applicable to exceptions, reductions 
and limitations is also applicable to 
waiting, elimination, probationary or 
similar periods. Again this check point 
is listed separately because of its 
importance. 

7. In lieu of provisions. This is one 
of the exceptions listed on page 10 of 
the Interpretive Guide which gener- 
ally should be included. It is men- 
tioned separately only because it 
seems to be an item which is so fre- 
quently overlooked in the preparation 
of advertising in accordance with A&S 
advertising standards. 


The method of disclosure and format 
of advertisements should not cause un- 
due difficulty, Mr. Hanna said. Re- 
quired information concerning partic- 
ular benefits naturally fits in best 
with the benefit or statement to which 
it relates. General exceptions, limita- 
tions or reductions such as pre- 
existing conditions, war and territorial 
restrictions, more naturally fit into a 
separate paragraph with a caption 
such as “limitations,” “exclusions” or 
“not covered.” Required information 
concerning modification of. the state- 
ment that the policy is guaranteed re- 
newable should follow immediately 
after that statement. 


A statement that the advertisement 
is not a complete description, an offer 
of a free inspection of the policy or 
of a premium refund may be desirable 
but an insurer should never rely on 
such a statement to correct any basic 
faults or omissions in the advertising. 

“We have examined a great deal of 
accident and sickness advertising in 
our office during the past three or four 
years,” he concluded. “Regardless of 
further refinements and developments, 
and certainly without deciding here 
that advertising generally used prior to 
1954 was in fact misleading, I am con- 
vinced that current advertising gen- 
erally is conducted on a more accurate 
and ethical plane than that of any other 
industry.” 


Stockholders To Vote On Dividend 


Stockholders of Colorado Credit Life 
will be asked to approve transfer of 
$100,000 from surplus to capital 
through a $100,000 stock dividend at 
a meeting Nov. 29. The 50% stock div- 
idend would bring capital up to $300,- 
000, enabling the company to operate 
nationwide. 


Prudential held a_ meeting of 
the district agencies department at the 
Newark home office this week for 35 
outstanding managers and staff man- 
agers from the home office and north- 
eastern home office areas. 
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Agents Who Will Fail 
Should Be Cut Out 
Early: MacWhinney 


When a new agent, after training, 
obviously becomes a prospective fail- 
ure, it is better for the individual and 
the agency to eliminate him as quickly 
as possible, according to Kenneth W. 
MacWhinney, general agent of John 
Hancock at San Francisco. 

The cutting of the man from the 
agency staff should not be on a “per- 
sonal” basis because, while he may not 
be psychologically fit for selling life 
insurance, he might be a worthwhile 
person who can attain success in an- 
other field, Mr. MacWhinney told a San 
Francisco audience. . 

After the training period, there are 
various signs which indicate an agent’s 
future in the business is doubtful. They 
include failure to ask questions, argu- 
ing, lack of eagerness and dislike of 
self-organization. 


Mr. MacWhinney used a “blind” ad- 
vertisement to locate recruits when he 
was with John Hancock in New Jersey. 
In California, this does not work as 
well as the frank advertisement he now 
uses. 

His training runs between 80 and 100 
hours. Basic sales talks for package 
plans, family income and programing 
are taught. Recruits are urged to prac- 
tice their talks on tape recorders. 

Mr. MacWhinney expressed concern 
over the amount of twisting he has 
found in California. He called upon 
agency heads to cooperate in halting 
those inclined toward misrepresenta- 
tion. He suggested that prospects ask 
managers or companies to sign papers 
containing questionable figures or 
statements. 


Kansas City Risk Selectors 
Elect Horton President 


J. D. Horton, Business Men’s Assur- 
ance, was elected president of Kansas 
City Risk Selectors club at the Octo- 
ber meeting to succeed William Don- 
nelly, Old American Life. Kenneth 
Miller and Gloria Burns, both with 
National Fidelity Life were named 
vice-presidents, and Mr. Donnelly was 
elected secretary-treasurer. Member- 
ship in the group includes home office 
life and A&S underwriters of compan- 
ies in the Kansas City area. 


N. W. Mutual Agents In 
Ky., Ind. Hold Annual Meeting 

Over 100 agents and wives attended 
the annual fall meeting of three In- 
diana and Kentucky general agencies 
of Northwestern Mutual Life at French 
Lick, Ind. They represented W. H. Hon- 
eycutt agency, Lexington, H. M. John- 
son Jr. agency, Louisville, and B. 
A. Million agency in Evansville, Ind. 

The Honeycutt agency was an- 
nounced as 1957 winner of the tri- 
agency Kentuckiana Kontest, which 
is based on business paid for during 
August and September. 

William C. Roeder, general agent in 
Aurora, Ill., was speaker. Home office 
featured speakers were: Willard H. 
Griffin, superintendent of agencies; 
Dr. G. F. Tegtmeyer, medical director, 
and Taylor French, assistant director 
of agencies. 


Hancock Rehabilitation Program 


Helps Employes Overcome Illness 

The rehabilitation program for em- 
ployes, a little-known unit set up in 
Hancock’s claims department two years 
ago, helps to restore to health, society 
and the job those who are unable to re- 
turn to their normal routines due to 
serious physical or mental illness. 
_So far, special assistance has been 
Biven 20 field and home office em- 
Ployes in cooperation with the reha- 
bilitation institute of Boston dispen- 
sary. Camillo F. Petri, assistant claim 
director, supervises the program under 


LIFE INSURANCE EDITION 


the direction of Lawrence B. Gilman, 
vice-president. 

All accident and sickness cases are 
reviewed after the employe has been 
on sick leave for three months. If spe- 
cial care is warranted and the person 
has had 10 years or more of continu- 
ous service, the case becomes eligible 
for the rehabilitation program. The 
patient may spend three to five days of 
diagnosis and treatment at the dispen- 
sary. The report is reviewed by Mr. 
Petri’s staff and the patient is inter- 
viewed to determine the best course 
of action. 

Some persons are recommended for 
total and permanent disability allow- 
ances. Others are able to return to 
work in a short time. In some cases, 
they are assigned to new duties at John 
Hancock or receive help in finding dif- 
ferent work in another company. If 
the attempt to return to work is un- 
successful, disability benefits are con- 
tinued. 





Fla. Underwriters Hear Brewer 

E. F. Brewer, underwriting vice- 
president of Republic National, spoke 
on “Progressive Underwriting in To- 
day’s Market” at the monthly meeting 
of Florida Home Office Underwriters 
Assn. in Miami. 
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Huge Cranes Speed Job Of Moving To New 
Home Of State Mutual Life In Worcester 


In only 60 hours the entire contents 
of the 9-story, 2-annex § structure 
where State Mutual Life has been lo- 
cated in downtown Worcester for 113 
years was moved two miles to the 
new building. 

Instead of using the buildings’ ele- 
vators, which would have taken much 
longer, the movers used huge cranes 
as “airborne elevators.” Window 
frames were removed and_ special 
platforms hung outside them on which 
previously loaded pallets of furniture 
and other office equipment could be 
rolled smoothly from inside. Then the 
cranes, with their 110-foot booms, 
picked up the loading platforms with 
their 10-ton capacity and lowered 
them to the special ramps of the 
heavy duty moving trucks. 

More than 10,000 pieces were co- 
vered in the pre-moving study, and 
nearly all were moved to the new lo- 
cation. More than 32 tons of out-of- 
date records were scrapped in a com- 
pany-wide re-evaluation and record 
retention program. 





Dedication of the new building is 
scheduled for mid-November. 





















Group Insurance Plans 


Are Not Alike 


plans. 


The 


Low net-cost, morale-building 
coverages, and simplified adminis- 
tration! These are some of the ad- 


vantages of LNL’s Group insurance 


And they’re additional reasons, 
too, for our proud claim that LNL 


is geared to help its fieldmen. 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne 1, Indiana 


Its Name Indicates Its Character 
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FIELD CHANGES 





Citizens Life Of New York 


Sassoon E. Kashi 
has been appointed 
general agent of 
Citizens Life at 
New York. The 
agency is at 116 
Nassau street. He 
previously was 
with Guardian 
Life and was bro- 
kerage manager of 
Postal Life at New 
York. 





$. & Kashi 


Occidental Of California 


The appointment of Linton E. Wha- 
ley as assistant branch manager at 
Pasadena has been made by Occidental 
Life of California. He joined Occident- 
al in April as an agent in the Pasadena 
office. 

Robert M. Fox has been named gen- 
eral agent at White Fish Bay, Wis., 
for Occidental Life of California. He 
joined the company in 1954 and has 
been brokerage manager at Milwau- 
kee. 


Continental Assurance 


Joseph J. Nagle has been appointed 
agency manager at Franklin Square, 
N. Y., by Continental Assurance. Mr. 
Nagle enfered the life insurance busi- 
ness in 1947 and over the last 10 years 
has been in personal production and 
field management work. He is current- 
ly president of Long Island Life Under- 
writers Assn. and a director of New 
York City Life Underwriters Assn. 

Continental Assurance has made 
three appointments in the _ eastern 
group department. Joseph F. Dara and 
Bernard G. Walsh have been named 
associate group sales managers, and 


Matthew M. Stanley has been ap- 
pointed manager of administration. In 
the insurance field since 1951 as per- 
sonal producer and manager, Mr. Dara 
joined Continental Assurance’s group 
department last year as a group ac- 
count executive for its New York of- 
fice. Mr. Walsh began his life insur- 
ance career in 1941 and joined Conti- 
nental Assurance in 1949 as group 
sales supervisor. In the administrative 
end of the business since 1949, Mr. 
Stanley has worked as both office su- 
pervisor and group supervisor. 

Richard P. O’Connor has_ been 
named regional manager for the group 
department, operating out of Minneap- 
olis. Mr. O’Connor was formerly head 
of company’s eastern department group 
sales office in New York City. 


Union Central Life 


Joseph F. Meehan Jr., has been ap- 
peinted field group supervisor in 
charge of group life insurance and pen- 
sion sales in the Boston agency of 
Union Central Life. Mr. Meehan has 
specialized in group life and pension 
planning for the past six years. 


Northwestern Mutual Life 


Robert B. Qualy has been named 
to succeed James H. Copeland as gen- 
eral agent at Davenport, Ia. Mr. Cope- 
land is retiring after 41 years with 
Northwestern Mutual. Prior to his 
appointment, Mr. Qualy had been dis- 
trict agent at Fort Atkinson, Wis. 
He joined the company as a special 
agent in Wisconsin in 1948. 

Northwestern Mutual Life has ex- 
tended its operations to Florida with 
the opening of agencies at Miami 
Beach and St. Petersburg. Russell Law 
Jr., general agent at Wichita since 
1955, has been appointed general agent 
at Miami Beach. Eugene G. Koch, 
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district agent at Waukesha, Wis., since 
1954, is the new general agent at St. 
Petersburg. Replacing Mr. Law at 
Wichita is Malcolm D. Cunningham, 
formerly district agent at Hutchinson, 
Kan. Mr. Cunningham joined the com- 
pany in 1953 as special agent at Bal- 
timore. 


Paul Revere Life 


Edward J. Dele- 
hanty has_ been 
named general ag- 
ent of Paul Revere 
at New Haven. He 
has been regional 
training supervisor 
in th eastern sales 
region since 1956. 
He previously was 
agency assistant 
for three years, 
following  assign- 
ments at Boston 
and the home 
office. 


E. J. Delehanty 


Great-West Life 


Four appointments in the field force 
have been made by Great-West Life. 
Robert H. Clammer has been named 
supervisor at Denver, Louis Colizza 
supervisor at the Montreal western 
branch, W. L. McLane supervisor at 
Kansas City, and William R. Reiss 
group supervisor at Detroit. All have 
no years experience in field 
work. 


All American L.&C. 


James E. Quinn Jr. has been named 
agency manager at Evansville, Ind. 
He entered the business in 1950 with 
Paul Revere Life and Massachusetts 
Protective at Louisville and has been 
with Paul Revere at Columbus since 
1955. 


Frankin Life 


Robert A. McBeth has been ap- 
pointed general agent in Ottumwa, 
Ia., for Franklin Life. He was pre- 
viously with Washington National at 
Ottumwa. 


Sun Life Of Canada 


W. Keith Phillips has retired as 
manager at Miami. He has been suc- 
ceeded by Jaryl D. Siner, former man- 
ager at Wilmington, Del. William S. 
Butler has been appointed manager 
at Wilmington. Mr. Phillips joined Sun 
Life of Canada in 1936 and has been 
manager at Miami since 1938. Mr. 
Siner joined the company in 1931 and 
has been manager at Wilmington since 
1945. Mr. Butler joined in 1948 and 
has been associate manager at Wil- 
mington since December. 


Mutual Trust Life 


Max L. Henry has been named gen- 
eral agent at Detroit for Mutual Trust 
Life. He has been in insurance since 
1950 and is a member of National 
Assn. of Life Underwriters. 











General Agency opportunities available! 


When you need a little extra on the 
ball, something that is distinctly dif- 
ferent, something that strikes out your 
competition — call Postal! 


Our Ordinary and Group plans are 
flexible, can be issued to meet those 
“different” cases that require special 
handling, often liberal underwriting. 


When you need a ‘different’ pitch —try Postal! 


Our contracts for Brokers are unusu- 
ally liberal — no minimums, no penal- 
ties. Your renewals are fully vested. 
You can qualify for our free Group 
insurance and continuous service fees! 
Single case contracts, too! 


Contact one of our General Agents 


today! 


Postal Life of New York 





GEORGE KOLODNY, President ¢ 511 FIFTH AVE., N. Y. 17, N. Y. 
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Newhouse & Hawley Names 
Herrick Special Risk Head 


John Herrick has been named man. 
ager of the special risks accident de. 
partment of New house & Hawley 
Lloyds representative at Chicago, ~’ 

For the past four years, Mr. Herrick 
has been manager of the A&H depart. 
ment of Moore, Case, Lyman & Hub. 
bard, and prior to that was field re. 
presentative for Provident L.&A. and 
was in the group sales department of 
the Continental companies. 


Connecticut Mutual 


Robert M. Remick Jr. has been ap- 
pointed general agent at New York to 
succeed Horace §, 
Jenkins Jr., who 
will remain with 
the agency and de- 
vote full time to 
personal produc- 
tion. The office js 
at 12 East 41st 
street. Mr. Remick 
has been educa- 
tional director of 
the Josephson ag- 
ency at New York 
since joining the 
company in 1954, 
He entered the 
business with New 
England Life at New York in 1950 
after four years with an investment 
firm. He qualified for the 1957 Million 
Dollar Round Table and has taught 
CLU classes. 





R. M. Remick Jr. 


Consolidated American Life 


J. H. Jones Jr. has been named dis- 
trict manager of the Houston agency 
of Consolidated American Life. He 
has been in insurance at Houston for 
several years. 


Travelers 


Frank J. Reinecke, assistant man- 
ager at Newark, has been transferred 
to Hackensack, N.J., in the same ca- 
pacity. 

Robert L. Sutter, assistant manager 
at Detroit, has been appointed assistant 
superintendent of training in the train- 
ing and special services division at 
the home office. 

Field supervisors named are J. 
George Moore and Eugene ‘W. Tench, 
Richmond; James V. Carr, Minneapo- 
lis; B. F. Johnson and Robert W. EI- 
dredge, Dallas; Joseph S. Wise, Read- 
ing, and Robert A. Moyer, Providence. 

Angus N. Gillis, field supervisor at 
Calgary, has been transferred to Ed- 
monton. 

Agency service representatives ap- 
pointed are Willard G. Logan Jr, 
Louisville; James R. Day, Denver; 
David B. Allen, Indianapolis; Edwin 
J. Hayes and Harold K. Jernigan, Char- 
lotte; Wesley N. Freemyer, Little 
Rock; Conrad J. Kronholm Jr., Hart- 
ford; John W. Kilbourne, Oklahoma 
City; T. G. Cooper, Lubbock; Everett 
H. McClintock Jr., Charleston; Robert 
M. Chesler Jr., Los Angeles; Ronald 
R. Robertson, Toronto; William L. 
Lafferty Jr. and Donald J. Soper, 
Miami, and Herbert G. English, Hous- 
ton. 


Bankers National Life 


Underwriter Associates, Inc., 6623 
Penn avenue south, Minneapolis, has 
been appointed general agent of Bank- 
ers National Life. Erie R. Engstrom 
and Thomas W. Horstman are part- 
ners in the agency. Mr. Engstrom en- 
tered insurance with Allstate in 1951 
and went with Prudential in 1955. Mr. 
Horstman previously was with Prov- 
ident Mutual and Guardian Life. 


Midland Mutual Life 


William S. Weil has been appoint- 
ed general agent for Midland Mutual 
Life in Oakland, Cal., with offices in 
suburban Pleasant Hill. Prior to as- 
suming his new post, he served as 
district manager for General Amer- 
ican Life. 
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Pre-Contract Training Is Tool For Picking Agents 


(CONTINUED FROM PAGE 1) 


successful agents out of 13 men given 
pre-contract training. He also told of 
a company in which LIAMA studied 
men in various agencies, the agents 
in some of these agencies having had 
pre-contract training while others in 
the same agencies had not. It was 
found that the men with the pre- 
contract training produced twice the 
volume sold by the men lacking this 
training, even though the same man- 
agers were involved. 
Mr. Wallace also said there is evi- 
dence that agent turnover is being 
made worse than necessary by over- 
selling the prospective agent at the 
time of hiring. Tending to confirm 
this, he said, was the LIAMA find- 
ing that a substantial proportion of 
men who had said on a questionnaire 
sent to them early in their careers 
that “the job was misrepresented dur- 
ing the hiring interview” subsequent- 
ly terminated. 
“So LIAMA did a study on the 
company involved, sending question- 
naires to agents asking how they 
spent their time—percentage in sell- 
ing, percentage in office work, in col- 
lecting, in prospecting, in daytime 
work, in nighttime work, etc. Using 
this information, LIAMA prepared a 
booklet describing the agent’s job as 
accurately and honestly as possible. 


The company was split into two 
groups of districts (it was a combin- 
ation company). The first group of 
prospective agents was sent the book- 
let, with a covering letter from the 
president of the company. With the 
second group no change was made 
from the previous procedure. These 
two groups had had the same agent 
termination rate for the months pre- 
ceding the experiment. 

But after the introduction of the 
booklet the termination rate for the 
new agents who had received it be- 
fore they were hired dropped under 
the rate for the new agents in the 
other districts by 30%. Incidentally, 
the recruiting rate in the two groups 
of districts did not differ. 

“Well, this is only one company,” 
said Mr. Wallace, “and I suppose that 
a 30% decrease in first-year termina- 
tions is not a whole lot, either. But 
this study does strongly suggest that 
honesty is the best policy. If you 
want to keep your men, make sure 
they know what they’re getting into. 

“And this of course suggests one 
other possible advantage in the pre- 
contract selection and training pro- 
gram: The man has probably the best 
possible chance to develop the correct 
job-expectancy—a_ realistic idea of 
what things he will have to do and how 
he will have to do them.” 


Mr. Wallace said that in talking 
about termination figures, he found 
it impossible to get very upset about 
the fact that so few men make out 
the first year. 

_ “Not everybody should be a life 
insurance agent,” he said. ‘Further- 
more, the fine old tradition in our 
country that young men should try a 
few this’s and that’s—sow a few ca- 
reer wild oats—before settling down 
to the lifetime pull—is one that I 
admire and want to see us keep. 

_ “The thing that does get me down 
is the way we lose men who are right 
for us—who do a good enough job in 
their first years to show that this 
business is right for them. This is our 
real Inss and represents our real fail- 


ure—the fact that we lose half of our 
promising men—those that survive 
the first year and do better than 
$200,000—within the next few years. 
Why do they leave us—totally and 
partially?” 


Mr. Wallace explained that by ‘‘par- 
tially” he meant those who are ob- 
viously not making enough selling 
life insurance and have some addi- 
tional source of income. He suggested 
there are two reasons for these ter- 
minations of successful agents: They 
don’t make enough money to satisfy 
themselves and they get bored. 

“Now I think you will agree with 
me that the catch-as-catch-can pros- 
pector selling small packages to 
monthly premium payers has to run 
awfully fast today if he is to make a 
decent living,” said Mr. Wallace. “The 
easy way to make money in our busi- 
ness is to substitute the brain for the 
feet. 

“But in another way, the interesting, 


exciting way to make money in our 
business is to get into the ramifica- 
tions—programing, estate analysis, 
business insurance, group, pension 
trusts, and all the rest. Don’t misun- 
derstand me. I am perfectly willing 
to admit that for most of our new 
agents, a period of apprenticeship is 
probably both necessary and benefi- 
cial. The new agent must learn to 
sell packages (even if it’s with a pro- 
graming approach), he must adapt 
himself to his natural market, and 
he must run fast. 

“But when he has shown he can do 
this, he must graduate. I suspect that 
we lose a large proportion of our good 
men because they are not chosen for 
graduation. Too often we let them 
keep on running, doing it the same 
hard, routine way. And they stay at 
low production, at low commission 
per sale, and they get bored and they 
quit. 

“There are probably many factors 
which keep us from graduating a 
higher proportion of our new men. 
The new girl in the harem undoubted- 
ly contributes. So must that horrible 
habit we have of taking men who 
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complete two years as ‘established 
agents.’ You can probably think of 
many others. However, I suggest that 
there is one factor which is necessary 
for real graduation but which is too 
often ignored. That is the ‘K’ (knowl- 
edge) factor in the old KASH formu- 
la. 
“There has been considerable dis- 
agreement in life insurance about the 
importance of knowledge in our busi- 
ness. Some managers are afraid of it. 
They believe that too much knowl- 
edge is a dangerous thing. However, I 
think we need to differentiate be- 
tween technical knowledge given to 
a brand-new agent and educational 
opportunites provided to the man who 
has completed his internship and is 
ready to graduate into more remun- 
erative and interesting work.” 

In support of this, Mr. Wallace 
cited two companies with outstand- 
ing 5-year agent records. These com- 
panies are characterized by system- 
atic, planned, long-term training. In 
one company, for example, the agent 
follows a program involving five home 
office schools ranging all the way 
from fundamentals through advanced 
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programing, business insurance and 
income, estate and gift tax problems. 
Another reason Mr. Wallace gave 
for his faith in the K factor was the 
outcome of a study recently made on 
a group of men who had just returned 
from a home office school. LIAMA 
measured their insurance knowledge 
just after the school and again about 
three months later, then followed 
them in the business for three years. 
Of the men whose knowledge of 
life insurance increased after the 
home office school, 89% were still in 
the business three years later. Of those 
whose knowledge decreased, only 57% 
were still in the business. 
Cincinnati Consultants Awarded 
Defense Department Pennant 
Pension & Group Consultants of 
Cincinnati is displaying the blue pen- 
nant of the Department of Defense 
reserve award, symbolic of industry’s 
cooperation with UW. S. armed forces 
reserves. Accompanying the pennant 
is a citation testifying to the compa- 
ny’s cooperation which contributed ma- 
terially to the strength of the service. 
William T. Earls is president of the 
company. 


HeNATIONAL UNDERWRITER 


L. J. Ackerman Says: 





Erratic Fortunes Of 
Property Insurers 
Make Life Look Good 


NEW YORK—The many attractive 
features of a life insurance operation 
have been strong 
factors in influ- 
encing a number of 
property insurers 
to enter the field 
in recent months, 
Laurence J. Acker- 
man, dean of the 
school of business 
administration at 
University of Con- 
necticut, declared 
in his talk at the 
annual meeting of 
Atlantic Alumni of 
LIAMA Schools of Management. 

He said the trend toward multiple 
line may develop to a point where 
one monthly premium would cover all 
family or business insurance costs. The 
time may not be too distant when 
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some large company ties in fire and 
casualty coverages with its monthly 
premium life insurance. 

Property companies’ interest in the 
life field has been stimulated by a 
lack of strong and steady balance in 
property insurers’ underwriting; the 
stabilizing force of life insurance; the 
close relationship that life companies 
have with their agents; the large num- 
ber of agents already available to 
property companies; the good increas- 
ing number of voluntary applications 
for life insurance brought about by a 
good public education job, and the 
public desire for only one agent to 
handle the entire insurance account. 


Life insurance has a resiliency that 
enables it to keep developing new uses 
and areas of service. Some important 
new uses include the split dollar con- 
cept and its ramifications; financing 
of stock purchases; short-term trusts, 
and the funding of income continua- 
tion agreements in professional part- 
nerships. The business need not be 
troubled by temporary setbacks or 
problems, he said. 

The population has expanded and 
consumer demands have _ increased, 
creating a labor shortage and higher 
prices. This will change. A labor sur- 
plus could lower the wage level. No 
trend, including the present inflation- 
ary one, can continue forever. As a 
result, the fixed dollar guarantees in 
life insurance may be a savior, Mr. 
Ackerman said. 


National LGA. Registers 
Field Operations On IBM 


National Life & Accident, with its 
IBM 705 “electronic brain” which was 
installed last June, has become the 
first company to produce combined 
printed registers covering the field- 
wide transactions of its agency force, 
made up of some 7,000 agents oper- 
ating in 21 states. 

Approximately 150,000 individual 
transactions are involved in the pro- 
duction of registers covering one 
week’s operations in weekly premium 
business, including new policies is- 
sued, old policies lapsed, policies re- 
instated, and policies transferred from 
one debit to another. The register also 
carries commission information on all 
first-year business, and in this re- 
spect, the new schedule has elimi- 
nated a time iag of one week which 
existed on the previous procedure in- 
volving punch-card equipment. Na- 
tional Life is also producing premium 
notices, receipts and billing covering 
its ordinary business on the IBM 705. 


Asks New Group Policy 
For Mass. Employes 


Gov. Furcolo of Massachusetts has 
asked the state employes’ group in- 
surance commission to _ renegotiate 
and reopen for bids the group life and 
accidental death and dismemberment 
contract on most state employes. 

The governor asked the commission 
to collect $66,256, representing 10% 
of the 1956 earned premium, from 
Boston Mutual, which holds the con- 
tract. He said this amount, part of 
the first-year dividend, is being re- 
tained by Boston Mutual above its 
first-year retention without express 
contractural authorization. The com- 
pany has agreed to return $39,753, or 
6% of the 1956 premium, he said. 

The company set aside the $66,256 
to pay unreported and unpaid claims 
for the year ending last December. 
The 3-year contract between the com- 
mission and Boston Mutual runs until 
Dec. 31, 1958. The governor seeks a new 
contract, effective next Jan. 1. 


November 1, 1957 


Mass. Mutual Names; 
Schaaff And Chapin 


New Executive V-Ps 


Massachusetts Mutual has electeq 
Charles H. Schaaff and Homer N 





C. H. Schaaff 


Homer N. Chapin 


Chapin executive vice-presidents fo 
insurance operations and investments 
respectively. 

Mr. Schaaff has been vice-president 
in the agency department since 195) 
and a director since 1955. He joine 
the company at Rochester, N. Y,, in 
1931 and was named general agent at 
Syracuse in 1937 and at Rochester ip 
1941. He is a director of LIAMA, pas 
chairman of its agency officers round 
table and a trustee of American (Col- 
lege. 

Mr. Chapin joined the company a; 
a clerk in the mailing department in 
1921 and entered the investment de. 
partment in 1928. He became assistant 
financial secretary in 1935, assistant 
to the president in 1944, 2nd _ vice. 
president in 1945 and vice-president 
in 1948. He has been a director since 
1955. 
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POLICIES 





N.Y. Life Offers New 
$10,000 Special With 
4 Optional Privileges 


New York Life has introduced a 
$10,000 minimum face amount life pol- 
icy with four optional privileges offer- 
ing flexibility in arranging a retire- 
ment program or insurance estate. 

Called the assured accumulator, it 
is basically an endowment life policy 
with proceeds payable at age 65 or 
upon the prior death of the policy- 
holder. It has been designed as a com- 
panion to the $10,000 minimum whole 
life contract. Reflecting the savings 
resulting from a $10,000 minimum pol- 
icy, the assured accumulator features 
favorable premiums, cash values and 
illustrative net payments and net 
costs. 

Issued at age 25, the policy offers 
one of these four optional privileges: 

The policyholder may change at age 
30, 40, 50 or 60 to a retirement endow- 
ment plan at an increase in premium 
thereafter but without any other pay- 
ment for this change. At age 65, he 
may receive the increased proceeds of 
his policy in the form of a life annuity. 

The policyholder at or before age 60 
may elect to have his policy con- 
tinued as fully paid-up life insurance 
for the face amount ‘at age 65, when 
he will also receive a cash payment. 
He may choose to settle this payment 
under one of the policy’s settlement 
options. 

As a supplement to any settlement 
of the proceeds of the policy at age 
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65, the policyholder may purchase at 
2% below the company’s then pub- 
lished rates a single premium life an- 
nuity for an amount up to the face 
amount of the assured accumulator. 

As his fourth privilege, the policy- 
holder may elect at age 65 to increase 
the proceeds of his policy by contin- 
uing the assured accumulator policy to 
age 70. 

Preceding the introduction of its 
new policy, New York Life held 200 
regional and local office meetings, at 
which 6,700 agents were acquainted 
with the details. 


Colonial Life Offers 
New Family Plan Rider 


Colonial Life has introduced a new 
family plan rider which may be added 
to any new or existing Colonial policy 
with at least 20 premiums remaining. 

The new plan covers the entire fam- 
ily, including all newborn children. 
It is issued in units of $5,000 of per- 
manent life on the father, with $1,000 
of 20-year term on the wife, plus a 
special benefit providing $10 a month 
income payable for a maximum of 15 
years in the event of the wife’s death 
within 15 years, and $1,000 term on 
each child. 

The maximum amount which can 
be purchased on $15,000 on the father, 
with $3,000 on the wife and each 
child. Children are covered from age 
15 days to the 20th birthday. The basic 
policy on the father also may include 
a family income rider. Conversion 
privileges are available. 


United Fidelity Issues 


New Line, Rate Book 


United Fidelity Life has issued a 
complete new line of policies, as well 
as a new rate book, to its agents. All 
policies have been revamped and re- 
designed to give United Fidelity agents 
the most modern contracts currently 
available. They include the PEP 
(“preferred estate plan”), a high cash 
value issued for $25,000 and over; the 
unified security plan, issued for not 
less than $10,000 nor more than $24,- 
999; a full line of limited pay policies, 
a new “youth estate starter” and sev- 
eral other contracts. The new policies 
have also been reprinted on the docu- 
mentary style with a new format. 


Mutual Savings Offers Special 

Mutual Savings Life has introduced 
a life paid up at age 85 policy with a 
$10,000 minimum issue. The policy, 
called the coordinator, will only be 
issued to a selected class of risks qual- 
ified as first grade under a rigid moral, 
physical and financial inspection. It 
will be issued only to men and self- 
supporting single women, not widows 
or divorcees. 


Increases Non-Medical Limits 

National Equity Life has increased 
its non-medical limits as follows: Ages 
0-4, $9,500; ages 5-35, $15,000; ages 
36-40, $7,500. The amount limits in- 
clude existing insurance in the com- 
pany plus the amount of new insur- 
ance being applied for. 


Issues Mortgage Redemption Riders 

Loyal Protective Life has brought 
out mortgage redemption riders for 
15, 20, 25 and 30 year periods with 
premiums payable for 12, 16, 20 and 24 
years respectively. The minimum face 
amount of the basic policy to which 
the mortgage redemption rider is add- 
ed is $2,000. 


American Progressive has introduced 
a policy providing up to $1,250 for 
blood plasma, transfusions and collat- 
eral expenses for persons under age 60 
for an annual premium of $3 per fami- 
ly. 
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PROVIDE 
DIVERSIFIED OPPORTUNITIES 


Colonial Life offers fine opportunities to ambitious young men 








who aspire to salaried executive sales positions. This is an invita- 
tion for men with ability and experience who are interested in a 


broader horizon than they may have at present. 


The men we are seeking can stand responsibility. They should 
be between ages 25-35 with college education. Definite growth in 


income is assured capable men. 


If you feel you can fill one of these challenging positions, write 


to us with complete résumé for an appointment. 


Eric G. Johnson, Vice President 
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Home Office East Orange, N. J. 
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Conn. General Revises 
Single Premium Annuity 
Program; Adds New Plan 


Connecticut General has completely 
revised its single premium annuity 
program, reflecting improved rates for 
single premium immediate annuities. 
A new contract with an optional re- 
tirement date has been introduced. 

Under the improved rates for a sin- 
gle premium immediate installment 
refund annuity, the premium required 
to purchase an income of $100 per 
year for a man at age 65 has been 
reduced by nearly $250. Rates for 


other types of immediate annuities at 
all ages for men and women have 
been reduced proportionately. 

The new single premium retirement 
arnnuity contract with optional retire- 
ment was designed to meet public de- 
mand for greater flexibility in plan- 
ning. Under the new contract, the pur- 
chaser may change his retirement 
date, electing to begin payment im- 
mediately or at any future date, so 
long as the annuitant’s age at the re- 
tirement date is between 50 and 80. 
The standard option available under 
the contract will be 10 years certain 
and life. The annuitant may elect to 
surrender and receive proceeds under 
other options provided in the contract. 
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DIRECTOR OF AGENCIES 


Moderate size east coast life insurance company with excellent long-time 
reputation now starting ordinary expansion wants experienced man not 
over 45 to head sales program. Career opportunity, liberal budget, com- 
plete responsibility. Salary commensurate experience. Should have 
Agency Department and field background. Send complete résumé in 
confidence to Box NY-68, c/o Advertising Department, The National 
Underwriter Co., 17 John Street, New York 38, New York. 








ASS’T MEDICAL DIRECTOR 


for one of the older and larger 
mid-western companies, writing 
all lines. Salary open to negoti- 
ation. Replies confidential. Write 
Box X-13, c/o The National Un- 
derwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Illinois. 


TOP COMMISSIONS 
VESTED RENEWALS 
EXCLUSIVE TERRITORY 


Granted to Agents of proven sales ability 
who desire to become General Agents in 
Texas. Company write more than 100 
standard rate book policies as well as 
easy selling special policies, A&H, Group 
and Credit. Splendid opportunity for right 
man to build his own agency with a full 
capital, legal reserve, A rated life com- 
pany. Our own men know of this ad, so 
write in confidence to Agency Director, 
Box X-40, c/o The National Underwriter, 
175 W. Jackson Blvd., Chicago 4, Illinois. 








WANTED TO BUY 


Small or medium size Life Insurance Com- 
pany. Replies confidential. PIONEER IN- 
VESTMENT COMPANY, P O. Box 463, 
CHICAGO 90, ILLINOIS. 

















IF YOU CAN OFFER: 


@ MANAGEMENT EXPERIENCE with Sales Force of 
career life agents. (Home Office Agency back- 


ground desirable). 


@ YOUTH— in age bracket 30 to 40, able to keep 


pace with the dynamic West. 


@ DESIRE for an opportunity which will challenge 


your full ability. 


@ CONVICTION that true Career Life Underwriters 
are the key to building a sound field organiza- 
tion, which you can lead, and develop. 


Write: Western Division Agency Department, P. O. Box 1530, Beverly Hills, 
California. Send full details. Your confidences will be respected. 








PENSION ACTUARY 


Consulting orgasiantion in Philadelphia desires 
to employ a Fellow or an Associate to manage 
small but rapidly — Mathematical and 
Statistical Department. cellent opportunity 
with ultimate firm membership in prospect, Re- 
ply Box X-5, c/o The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Ill. 








W A N T E D. Director of Ordinary Agencies 


Large mutual life company needs a man who has tested ability 
to build and direct an organization of Ordinary Agencies. 
WE CAN GIVE YOU: 
@ BACKING of a large mutual life insurance company able 
to provide every requirement for the promotion of rapid 
growth in the Eleven Western States, Alaska and Hawaii. 
@ COMPLETE PORTFOLIO of low net cost Life and Accident 


& Sickness. 


tion open. 


HeNATIONAL UNDERWRITER 


Equitable, Ia., Offers 
Family Protection Plan 


A family protection plan has been 
introduced by Equitable Life of Iowa. 

Issued as a rider which may be at- 
tached to any new life or endowment 
policy for $5,000 or more, the plan 
provides term to age 60 on the wife 
and to age 25 on the children (or the 
wife’s age 60, if earlier). It is avail- 
able at the wife’s insurance age 18 
to 40, inclusive, for a minimum of $2,- 
000 and a maximum of $6,000 or 40% 
of the amount of the husband’s policy, 
whichever is less. The amount of in- 
surance on children after age 15 days 
is 50% of the amount on the wife with 
a reduced death benefit during the 
first 90 days for those who have not 
passed 6 months of age when first in- 
sured. Future children are insured au- 
tomatically upon attaining the age of 
15 days. 

Prior death of the husband contin- 
ues the protection on the wife and 
children as paid-up term; prior death 
of the wife also makes the insurance 
on the lives of the children paid up. 





AGENCY MANAGER WANTED 

One of the largest Life and Health and 
Accident Companies in the United States 
has need for an Agency Manager in a 
Pacific Northwest State. The man we select 
will be between 30 and 45 years of age. 
He will have an insurance background cov- 
ering management of office and sales per- 
sonnel. To the man who qualifies we will 
pay a large starting salary plus production 
bonus. Please reply giving past insurance 
history. All replies strictly confidential. 
Write Box X-47, c/o The National Under- 
writer Co., 175 W. Jackson Blvd., Chicago 
4, Illinois. 








GROUP SALES MANAGER 

Progressive Midwest Life company, city of 
125,000, licensed in 27 states and Hawaii, 
seeks man 27-40 to develop and head 
Home Office group sales operation, Life 
and A&H. Should have 5 to 10 years suc- 
cessful group sales and/or sales adminis- 
trative experience. 
Opportunity for lifetime career with mutual 
company over 60 years old. Salary com- 
mensurate with experience and ability. 
Send complete résumé of personal and 
business background, enclosing photo if 
available. Write Box X-48, c/o The Na- 
tional Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Illinois. 








HOME OFFICE AGENCY MANAGER 

An Alab Life Company has attractive open- 
ing for successful and experienced Sales Man- 
ager with broad agency-building background to 
build Home Office Ordinary Agency. Unlimited 
opportunities for advancement. Replies will be 
held confidential. Write Box X-50, c/o The Na- 
tional Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Illinois. 














© COMPETITIVE CONTRACTS for General Agents and Agents. 

@ A SMALL AGENCY FORCE working hard but anxious for 
qualified leadership. 

@ REMUNERATION: A highly favorable working environ- 
ment, comprehensive fringe benefits, with compensa- 
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At the expiry date, the insurance on 
the wife may be converted to q per. 
manent plan for the same or lesser 
amount and the insurance on each 
child may be converted toa permanent 
plan for any amount up to 5 times the 
amount of term on his life under the 
rider. 


Citizens Eases Loan 
Interest Rule; Lowers 
Whole Life Age Limit 


Citizens Life of New York has lip. 
eralized its method of calculating jp. 
terest on policy loans and has lowerg 
the age limit for its whole life pap. 
ticipating policies. 
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When calculating policy loan inter. 
est under the new rule, all loans 
applied for by the common owner oj 
more than one policy will be congo}. 
idated into one loan. The interest op 
loans ranges from 5% on amounts up 
to $3,000 down to 3.5% on the portion 
of a loan exceeding $10,000. In the 
past, the interest rate was based op 
each separate policy loan. Now, the 
company will lump together all Policy 
loans made on_ individual polici« 
owned by one person or corporation 
in order to calculate interest at the 
lowest possible rate. For interest paig 
in advance, the rate on amounts ove 
$10,000 will be 3.38%. 

Whole life participating _ policies 
previously issued to persons from age 
30 to 70 now are issued at ages ]j 
to 70. The death benefit is the face 
amount plus the cash surrender value. 
giving the beneficiary an amount of 
cash in addition to the face value if 
there is no loan against the policy. If 
there is an outstanding loan on the 
policy, it gives the beneficiary the 
full face value without deductions for 
loans and interest. This policy pro- 
vides for a first-year cash value of 
the full reserve. 








A 
CHALLENGING OPPORTUNITY 
for | 
CAREER ACTUARY | 
in a new Actuarial Division of 50 
year old Life and Accident Health| 
Company. Age and experience 
open. Prefer man with at least five 
years experience, who has con- 
pleted most of his exams, or willing 
to do so. Job will appeal to man 
with vision and ability to meet the 
challenge of an expanding oppor- 
tunity within company manage: 
ment. Write Box X-53, c/o The Na- 
tional Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. a 































HOME OFFICE AGENCY 
DEPARTMENT POSITION 


Expanding Eastern Life Insurance Orga- 
nization writing Life and Accident and 
Sickness and Group has an opening for 4 
qualified man for an Agency Department 
position. He will be required to travel. He 
will work with present General Agents in 
field matters of training, recruiting, sales 
promotion. He will recruit new General 
Agents. Qualifications desired: He should 
be between 30 and 40, married, good back- 
ground in Life Insurance experience, and 
college degree. 

Salary: It will be commensurate with abili- 
ty and qualifications. If you are interested 
in an Agency Department career with 8 
growing organization send a detailed resu- 
me of your education and experience to Box 
X-52, c/o The National Underwriter Co. 
175 W. Jackson Blvd., Chicago 4, Illinois. 
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Mutual Benefit Life 
Adopts Gradation By 
Size For All Plans 


change involving 
every basic insur- 
ance plan in its 
rate-book. “This is 
the most complete 
change in our rate 
structure in our 
entire history,” 
President H. Bruce 
Palmer told the 
field force. “This 
change marks one 
of the great mile- 
stones in the 112- 
year progress of 
the Mutual Bene- Pry ¢ 
fit. The method for pricing by size is 
consistent with our traditional concepts 
of equity for all members. We have 
chosen ‘the Mutual Benefit way’ to 
bring to our policyholders, past and 
present, the best possible product at 
the lowest price consistent with safety.” 


H. Bruce Palmer 


The company has prepared a broad 
promotion, advertising and publicity 
campaign built around the theme “AC- 
DC, added coverage—decreased cost.” 
The added coverage refers to the newly 
liberalized policy contract which the 
company announced some months ago, 
while the decreased cost describes the 
premium gradation by policy size. 

There will be full page advertise- 
ments in November in the Saturday 
Evening Post, Fortune Magazine, Time, 
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Business Week, and the Wall Street 
Journal. 

In addition to adopting new premium 
rates for all basic life insurance policies 
reflecting pricing by size in four size 
groups, there will be further reductions 
in premiums on many policies issued to 
female lives. There also will be sub- 
stantially reduced rates for disability 
benefits and in the extra rates for 
special class A, B, C and D. 

The company also has declared, for 
payment in 1958, a substantially in- 
creased dividend scale which will au- 
thorize payment of about $4% million, 
or 18.4% more than was authorized for 
1957. 


Adjustment for size in the dividends 
on old business will extend back to 1945 
issues, covering policies based on the 
CSO mortality table. In an explanatory 
statement issued with the announce- 
ment, Harry W. Jones, vice-president, 
pointed out that pricing by size is 
based on the concept that certain ex- 
penses are incurred in connection with 
a life insurance policy which are the 
same regardless of the amount of the 
policy. These expenses become lower 
per $1,000 as the face amount of the 
basic policy increases. 

Mr. Jones, who presented the actu- 
arial recommendation to the board of 
directors, said that policies will be se- 
parated into four size groups shown in 
the accompanying table. 

The announcement was made to the 
Mutual Benefit Life field force by Mr. 
Palmer and Charles G. Heitzeberg, 


Face Amount of 
Basic Policy 


Mutual Benefit Life has adopted an 
across-the-board “pricing by size” rate 





LIFE INSURANCE EDITION 


vice-president in charge of agencies, 
a nation-wide telephone hookup link- 
ing them with the company’s 82 agen- 
cies. The agents and field clerical force 
heard the news through loud speakers 
installed in each agency. 

“The home office people have done 
their work and they have done it ex- 
tremely well,” Mr. Palmer told the 
field force. “The product of their effort 
is now in your hands, and now the 
most important part of the whole pro- 
cess begins—the distribution of this 
long awaited new product. 

“I would be the first to deny that 
these changes in themselves would sell 
very much more life insurance. The 
only thing that will sell more Mutual 
Benefit life insurance is your dedica- 
tion to the job at hand. Only through 
your ability to devise solutions to hu- 
man problems and to persuade your 
prospects to solve their problems will 
everyone prosper and grow. 

“The only constant in life is change 
and the only merit in change is the 
opportunity it gives for growth. Our 
corporate growth is desirable, healthy 
and necessary, but can only be achieved 
as a collective result of the growth of 
all individuals in the organization. 

“It is my belief that you now have in 
your rate books and policy contracts 
the finest coverages at the fairest price 
in the entire life insurance industry.” 


N. Y. Multiple-Line 
Study Not To Include 


Life Insurance 

NEW YORK—An announcement by 
the New York department calling for 
the creation of an industry committee 
on further amendment of the laws 
covering multiple line insurance re- 
sulted in considerable speculation as to 
whether this would include life insur- 
ance representation as well as fire-cas- 
ualty people, in view of the number of 
fire and casualty companies that have 
bought or formed life insurers, and the 
attempts that some life companies have 
made to buy fire companies. 


Lending plausibility to speculation 
that the department had in mind even- 
tual legislation that would permit the 
writing of all lines—fire, casualty, and 
life—by a single insurer, as in Eng- 
land, for example, was the fact that 
the announcement was read at a depart- 
ment hearing Tuesday on proposed 
legislation at which only life, A&sS, 
and fraternal insurers were _ repre- 
sented. 

However inquiry at the New York 
department disclosed that there is no 
thought of having the industry and 
department committees consider any- 
thing but coverages written by fire and 
casualty companies. These companies 
have for some years been permitted 
to write each other’s lines of coverage 
but the law still does not apply con- 
sistently to both classes of insurers and 
the department wants to get these mi- 
nor “bugs” out of the statute. 


Hold Sales Training School 


Twelve agents from 10 agencies of 
Bankers Life of Iowa have attended a 
senior sales training school at the home 
office recently. The school, second in a 
series of three, was under the super- 
vision of Roy A. Frowick, director of 
training schools. 





REDUCTION from Group I rate per $1,000 
All plans* 
except term and 


G single premium Term** Single Premium 
Pen I $ 2.000 to $ 7,499 $ .00 -00 -00 
pita II $ 7,590 to $12,499 1.50 .00 6.00 
aw Ill $12,500 to $24,999 1.90 1.00 7.60 

Troup IV $25,000 and over 1.00 9.00 


2.25 
* Including initial term-ordinary life policies after the term period. 


** Including intial term-ordinary life polices during the term period. 






N.Y. State Assn. 


(CONTINUED 


called “burden costs” to manufactured 
products, which ultimately would be 
paid for by the public or would cause 
a further squeeze on corporate profits. 

One of the proposals was that the 
family policy be excepted, as group 
now is, from the legal requirement 
that the written consent of a child 
over 15 must be obtained to effectuate 
insurance on the child’s life. Mr. Des- 
mon said the New York State associa- 
tion’s position is that it would be dis- 
criminatory to make it easier to write 
family policies on such individuals, 
both as respects the plan and compa- 
nies writing the plan. The exemption 
should apply to all plans or none, ‘he 
said. 

ALC-LIA took the position that the 
requirement should be removed in its 
entirety as “burdensome and useless.” 

Regarding the proposal to permit 
writing association group insurance on 
homogeneous groups, such as doctors, 
lawyers, dentists, nurses, and the like, 
the state association objected on the 
ground that there is no way of telling 
whether a member is active in his 
profession or not. Sickness and Fretire- 
ment produce adverse mortality ex- 
posure for the companies. The same 
exposure does not exist with associa- 
tions of civil service employes, teach- 
ers, policemen, or firemen, who no 
longer retain active association mem- 
bership after physical disability (per- 
manent) or after retirement. 

ALC-LIA endorsed a proposal to 
permit investment of up to 5% of as- 
sets in securities not meeting the spec- 
ific requirements of section 81 of the 
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Works On New Group Limit Plan 
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insurance law. This would permit “a 
small degree of leeway,” permitting 
investment to a very limited extent in 
media too new to have been evaluated 
in section 81, without waiting for the 
law to be changed. Such investments 
would still be subject to a “prudent 
man” restriction. 

Most of the other proposals on the 
agenda dealt with clarifying the 
meaning of various sections of the in- 
vestment law applicable to life insur- 
ance. 

The most important would permit 
out-of-state life companies to meet the 
statutory investment requirement of 
“substantial compliance” with the law 
applicable to domestic companies if 
they could regard the investment as a 
non-admitted asset and still have suf- 
ficient financial strength to meet all 
their obligations. A special provision 
would permit any out-of-state life 
company that had owned a fire or 
casualty company, or control of it, 
prior to July 1, 1956, to keep on doing 
so. 

Another proposal would make it 
clear that in spite of the suggested 
changes in the law, out-of-state in- 
surers would still have to comply with 
other provisions of the New York law. 
This is designed to make it impossible 
for an out-of-state life company to 
buy control of a fire of casualty com- 
pany, since this could be considered 
tantamount to doing an insurance 
business in other than the fields to 
which life companies are limited by 
New York law—life, annuities, and 
A&s. 
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A WELL-BALANCED COMPANY 


; } the basis of good government 


In government, it is 
a balance of the executive, 
legislative and judicial branches. 


In life insurance, it is a balance 
of fundamentals, progress and 
alertness to policyholders’ needs. 


The 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA « PENNSYLVANIA 
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FkeNATIONAL UNDERWRITER 


Oppose N. Y. Proposal To Regulate Ad&S Rates 


(CONTINUED 


renewal date and that any refusal of 
renewal would be without prejudice 
to any claim originating while the 
policy is in force. This would not apply 
to accident only policies in’ which the 
company reserves the right to refuse 
renewal on an individual basis, 

Mr. Hubbard said his company ac- 
cepts policyholders for no given pe- 
riod and sets no anniversary or re- 
newal date. Thus, it would be diffi- 
cult to determine the policyholders’ 
cancellation dates; and it would be un- 
reasonable to force the company to 
become a non-cancellable insurer. He 
opposed the amendment as piecemeal 
legislation and called for further study 
of the matter, pending the outcome of 
A&S proposals already before the 
Metcalf committee. Whatever legisla- 
tion is enacted should be done all at 
one time. 


On the other hand, Mr. McAlevey 
said HIAA sees no reason why the 
proposal should not be enacted in New 
York. However, he asked for permis- 
sion to review the language of the bill 
if and when it is drafted. Mr. Walling- 
ford said LIA is not opposed to this 
amendment, either. 

Mr. MeAlevey and Mr. Wallingford 
criticized a proposed change in sub- 
section 7 of section 221, however. The 
amendment would provide that the re- 
quired filing of schedules of premium 
rates and commissions with the super- 
intendent be made at least 30 days 
prior to their effective dates. 

Max Schwartz, actuary in the de- 
partment’s A&S division, said offi- 
cials need 30 days to check the sched- 
ules and object, if necessary. Last 
year, for example, some rates were 
filed the night before they became ef- 
fective. 

Mr. McAlevey said HIAA was not 
aware of any problems involving last- 
minute filings. Unless there is a ser- 
ious problem to be solved here, there 
is no need to complicate the business 
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by a multiplication of arbitrary re- 
straints. The department can investi- 
gate any schedule, as in the past, and 
can do a better job of analysis if not 
obliged to meet a statutory deadline. 
This change is not needed, he said. 

Mr. Wallingford said the effect of 
this amendment would be contrary to 
the concept of competition. 

Milton Ellis, 3rd vice-president of 
Metropolitan Life, pointed out that 
this section only requires the filing of 
minimum, not maximum, group rates. 

Robert J. Malang, deputy superin- 
tendent, presided at the hearing. 


‘58 MDRT Applications 
Sent To 1957 Members 


(CONTINUED FROM PAGE 1) 
of the former committees on _ re- 
ception and _ registratiion and on 
general arrangements), James B. Ir- 
vine Jr., general agent of National 
Life of Vermont at Chattanooga and 
a member of the executive commit- 
tee; public relations, William T. Earls, 
general agent of Mutual Benefit Life 
at Cincinnati and a past chairman of 
MDRT; by-laws, John O. Todd, North- 
western Mutual, Chicago, a past chair- 
man of MDRT; insignia, Car] P. Spahn, 
Equitable Life of Iowa, Chicago; nom- 
inating, Mr. Goldman; _ resolutions, 
Arthur F. Priebe, Penn Mutual Life, 
Rockford, Ill., a past chairman of 
MDRT. 

Chairman Davidson’s letter conclud- 
ed with an appeal to qualifiers to help 
MDRT headquarters by completing the 
papers and filing them as early as 
possible. 


Extra 10-Cent Dividend 


Declared By Travelers 


Travelers has declared an extra 10 
cents per share dividend payable Dec. 
10 to stockholders of record Nov. 8. 








Actuaries from foreign nations visiting the educational exhibit and installa- 
tion of electronic data processing equipment at New York Life hear Manuel 
R. Cueto (second from left), 2nd vice-president and actuary, describe the 
system’s drum storage unit, which increases fourfold the equipment’s “memo- 
ry” capacity. From left to right are F. M. Ibrahim of Cairo; Mr. Cueto; E. 
Marchand of Zurich, Switzerland, and S. Rode of Copenhagen. The visitors 
were among 1,200 actuaries attending the International Congress of Actuaries 


in New York City. 





Manhattan Life’s 
board presented 
sterling silver ice 
bowls to Chairman 
J. P. Fordyce and 
President Thomas 
E. Lovejoy Jr. to 
mark the achieve- 
ment of $1 billion 
of insurarce in 
force. Shown 
(from left) are 
Claudius D. Dun- 
can, a director; Mr. 
Lovejoy; Mr. For- 
dyce and George 
D. Harris, a direc- 
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tor. The presentation took place at a luncheon in New York Athletic club. 





MADURO TELLS N. Y. C. ASSN. 





Sales Resistance To Key Man And Stockholder 
Insurance Stems From Publicized Court Cases 


The great sales resistance to key man 
and stockholder insurance today stems 
from the publicity 
given the Prunier, 
Sanders, Casale 
and Doran cases, 
Denis B. Maduro, 
New York tax and 
business insurance 
lawyer, told 100 
members of New 
York City Assn. of 
Life Underwriters 
at their first edu- 
cational meeting of 
the season at Hotel 
Statler. 

The New York Times and Wall 
Street Journal gave considerable pub- 
licity to the cases. This was followed 
by reports in law journals and else- 
where. As a result, attorneys and ac- 
countants are warning some of their 
clients who are prospects in insurance 
cases which might be affected by these 
decisions, Mr. Maduro said. 

The cases involve two tax problems: 
Do premiums paid by the corporation 
on the life of a stockholder constitute 
taxable income to him, and when a 
corporation does pay the premiums are 
the death proceeds taxable to any 
stockholder, not necessarily the person 
insured? 





D. B. Maduro 


In the Prunier, Sanders and Casale 
cases, the tax court said the premiums 
paid on the life of a stockholder do con- 
stitute taxable income. But in the Cas- 
ale case, the appellate court said they 
do not. In the Doran case, the tax court 
said the death proceeds are taxable to 
a stockholder, but the appellate court 
said they are not. 

There is nothing new about these 
cases, Mr. Maduro said, since the legal 
principles involved have been discussed 
in other cases in the past. The new ele- 
ment is that several cases have come all 
at once to evidence a trend of many 
years. 

In key man insurance, the corpora- 
tion buys insurance on an employe if 
his death would mean loss of an asset. 
In stockholder insurance, the company 
covers an employe-stockholder to pro- 
vide funds to purchase his stock when 
he dies. 

In the Prunier and Sanders cases, the 
courts said the premiums paid on stock- 
purchase insurance were income to in- 
sured. The stockholders had rights in 
these policies indicating they were us- 
ing the corporation to do things for 
themselves. 

Sales resistance will exist as long as 
the validity of a case is questioned, Mr. 
Maduro said. Agents must do something 


to prevent one of the cases from arising 
when conferring with clients. As a re- 
sult, Mr. Maduro has written an article 
to help agents in these situations. 

His golden rule of stock-redemption 
insurance is: “Stockholders must not do 
unto corporation-owned insurance that 
which they would not be allowed to do 
to any other asset of the corporation.” 

Life insurance either is or is not a 
corporate asset, but it cannot be both, 
he stressed. Whenever anyone has some 
incidence of ownership in a corporate 
asset, it is additional compensation. 


Mr. Maduro’s article will list 11 rules 
for keeping insurance on the life of a 
stockholder “clean.” Two basic rules of 
stock-redemption insurance are: Carry 
the insurance as if no stock-redemption 
agreement were involved. (The corpo- 
ration should have full ownership of 
the policy and no one should have any 
right to interfere with the policy.) And 
draw the stock-redemption agreement 
as if every stockholder were uninsur- 
able. (That is, there should be no men- 
tion of insurance.) 

He advised following these rules in 
all new cases. For “spiritual” and good 
business reasons, agents should return 
to old clients and admit that an error 
has been made. 


St. Louis Leads Large 
Cities In Increase In 
Sepi. Ordinary Sales 


St. Louis led large U. S. cities in 
percentage increase in ordinary life 
sales in September with a 40% gain, 
according to LIAMA. St. Louis and 
Philadelphia both led in the first nine 
months with 39% increases. Philadel- 
phia’s September gain was 36%. 

Other large cities and their percent- 
age increases in September and the 
first nine months, respectively, were 
Boston, 12 and 13; Chicago, 21 and 
25; Cleveland, 27 and 21; Detroit, 10 
and 22; Los Angeles, 12 and 18, and 
New York, 36 and 23. 


Outlives Mutual Benefit Policy 


Henry B. McVeigh, 96, of Long Is- 
land, N. Y., who has outlived his Mu- 
tual Benefit life insurance policy, 1s 
the sole survivor of a group of three 
workmen called in to reseal Abraham 
Lincoln’s casket during reburial cere- 
monies in Springfield, Ill., in 1991. 
This makes him the last living person 
to view the body of President Lincoln. 
Victor R. Goldberg, general agent of 
Mutual Benefit Life at Hempstead, 
N. Y., presented Mr. McVeigh a check 
for the full amount of his policy. 
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"7 ONE LOW PREMIUM LIFE POLICY 


~~ 


a INSURES THE 
WHOLE FAMILY 


Each Family Plan 
Unit Covers: 


FATHER 


$5,000 Whole Life, increased after 
mother’s death by $1,250 Term 
insurance to his age 65, and 


MOTHER 


$1,250 Term, if mother is same 
age as father — more if she’s 
younger, less if older — to father’s 
age 65, and 


Additional Features: 
Premiums waived on disability of father. 
Term insurance on mother and children paid up on 
death of father. 
Additional insurance on father and mother for 
accidental death. 
Annual Dividends . . . Cash Values . . . Conversion 
Privilege. 


Optional Riders on Father’s Life: 


FAMILY INCOME Available at issue for 10, 15, 20, 25 
years or to age 65. 


EACH CHILD 


$1,000 Term to age 25, or father’s 
age 65 if earlier. Convertible. 
$250 on death before age 6 months. 








OR 
; ; Units available: 1, 1%, 2, 24, or 3. 
SUPPLEMENTAL LEVEL TERM Available at issue for 10, INO RTE a TE RA OT: 6 Ni BE: 0 








15, 20 years or to age 65. : a 

F STATE MUTUAL LIFE ASSURANCE COMPANY OF AMERICA - 

For full information about the outstanding new profit oppor- | Worcester: Massachusetts ; 
tunities in Family Plan sales, call your nearest STATE 1% Pl h ful , : 
MUTUAL agency office — or mail the handy coupon — today. a rpaplleipaailane I details about your new low cost { 
| ‘ Family Plan policy. : 
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STATE MUTUAL LIFE : MI buco £3 csc cub euiodkees vekidenseciiesucckekensiica ee : 
ASSURANCE COMPANY OF AMERICA RI or csi snk suacnbeien ends eeuadiaes ienisicnusesiaatupeaneenes Ff 
Home Office: Worcester, Massachusetts a ' 
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: : 

Those who direct STATE MUTUAL agencies operate under oo PAD’ ( Planned Agency q City Seem ee ewer sere ssseseseseseseeeesesereees State see ewe eee eeneesereses | 
Development) — a new and unique compensation system and agency building program. a sc ke i ci ei i i ek cl ce cic ea av ca ke ci We eu cme ec ei ea £ 
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\ A new high-voltage service concept in 


cost and coverage that strengthens 
our sales approach 


MUTUAL BENEFIT LIFE’s 


added coverage - decreased cost 


LIFE INSURANCE 


There’s hard-hitting prospect ammunition in AC-DC— 
the new and dramatically revised cost and coverage 
program from Mutual Benefit Life. 

AC:DC offers families complete protection by one of 
America’s great life insurance companies, at increased 
premium savings with added coverage. 

In addition, AC-DC makes available the new, sim- 
plified booklet policy, the most understandable ever writ- 
ten—containing new and liberalized contract provisions. 

AC:DC offers businessmen complete business insurance 
protection at revised rates. 

AC-DC offers an exciting service concept for individ- 


uals and companies. It is now being introduced via high 
powered, full-page advertisements in such major pub- 
lications as The Saturday Evening Post, Fortune, Time, 
Business Week and The Wall Street Journal. 


MUTUAL BENEFIT LIFE GENERAL AGENTS will be 
happy to discuss details of AC «DC with brokers 
and surplus writers of other companies. 


We at Mutual Benefit Life are proud to introduce 
the AC-DC story—the premium-savings plan that is 
custom fitted to every prospect . . . another great pro- 
gram providing increased service and savings for Mutual 
Benefit Life policy holders. 


MUTUAL BENEFIT LIFE 


The Insurance Company for TRUEH SECURITY 


MUTVAL BEEN Pri+T Ltt s 


INSURANCE COMPANY, 


NEWARK, N EW 
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